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Replacement Problem Gets Thorough 


By ROBERT B. MITCHELL 


Some encouraging approaches to solv- 
ing the increasingly prevalent problem 
s policy replace- 
ments were ad- 
vanced at the an- 
nual general agents 
and managers con- 
ference of New 
York State Assn. of 
Life Underwrit- 
ers at Saratoga 


Springs. 
These ranged 
from tough and 





immediate legal 
action against ra- 
pacious raiders to 
long-range education programs de- 
signed to make the public too smart to 
fall for misrepresentations and incom- 
plete comparisons. 

Not much time was devoted to draw- 
ing distinctions between replacements 
that are in the policyholder’s interest 
and those that aren’t. The prevailing 
opinion obviously was that extremely 
few replacements are defensible and 


U. S. Life Directors 
Recommend Vote On 
20% Stock Dividend 


NEW YORK—Directors of United 
States Life recommended Tuesday 
that the stockholders, at their annual 
meeting to be held March 29, approve 
a 20% increase in the authorized 
capital. This will enable the board to 
declare a stock distribution at the rate 
of one share for each five shares held 
of record at a date to be determined 
later. 

President Raymond H. Belknap also 
announced that during 1960 all divi- 
sions of the company’s operation were 
profitable: That paid live sales totaled 
$309,173,344, a new high. Ordinary sales 
were $136,548,207, a 6.6% increase. 
Total life insurance in force is $1,650,- 
840,315. 

The average size individual policy 
sold in 1960 was $12,375 as against a 
1959 average of $11,214. - 

Mr. Belknap said that higher operat- 
ng earnings increased surplus to pol- 
iyholders by 20.6%. The net yield on 
Invested assets before federal income 
lax was 4.25% as against 4.16%. As- 
sets are $116,624,408. 

New group A&S premiums showed 
better than a 25% increase. Group 
life sales were $172,625,137. 


Harold W. Baird 





1gs and 
we ate 
4 ways. 


OK Lincoln National 
Entry To Fire-Casualty 


Stockholders of Lincoln National Life 

ave approved the proposals of the 
directors that the company establish 
one'or more subsidiaries in the fire 
and ‘casualty business. Approval, how- 
‘ver, does not indicate that immediate 
action is contemplated. 





XUM 


that even though some of them might 
be a better bet for the buyer than 
keeping his old insurance, the result of 
a bargain-seeking attitude on the busi- 
ness and on the general body of policy- 
holders would be so disruptive that re- 
placements should be discouraged by 
every possible means. 


Baird Is Keynoter 


The seriousness of the problem and 
the unbelievably bad deals that some 
policyholders have been conned into 
were described by Harold W. Baird, 
superintendent of agencies of North- 
western Mutual Life and past presi- 
dent of the New York state associa- 
tion, who acted as keynoter and mod- 
erator. 

Mr. Baird interrupted his talk to 
play a record that is being sent to 
“selected prospects,” which describes 
in alluring fashion the chance to “per- 
haps double your coverage and have 
money left over.” There was also a 
reference to there being “probably a 
considerable sum in your reserve ac- 
count, just sitting there and doing 
nothing for you.” 

In addition, said Mr. Baird, there is 
organized raiding of cash value life 
insurance in connection with the sale 
of various investment plans. He re- 
ferred to agents who are occasionally 





Due to the flight engineers’ strike, 
some of the news which ordinarily 
would have been published in this 
issue will not appear until next 
week. 











Congleton Answers 
Sears Arguments On 
Variable Annuities 


ANNAPOLIS, MD.—Banning the 
sale of variable annuities in Maryland 
would be a disservice to the public, 
and if life companies are prevented 
from meeting this need, someone else 
will do so, without giving the public 
the protection intended by insurance 
laws, Richard J. Congleton, general 
attorney of Prudential, told the state 
senate banking and insurance commit- 
tee. 

Mr. Congleton was arguing against 
senate bill 179, which would add the 
words “of fixed sums” to the defini- 
tion of annuities in the state insurance 
laws, and thus block the sale of vari- 
able annuities by life companies. Thé 
bill was introduced at the request of 
Commissioner Sears, who opposed the 
sale of variable annuities in a de- 
tailed statement to the personal in- 
surance subcommittee of the legisla- 
ture’s committee to revise the general 
insurance laws. 

Mr. Segrs. said he opposes variable 
annuities:-because of the possibility. of 
(CONTINUED ON PAGE 28) 


Going Over At N.Y. Saratoga Parley 


honored by their companies as leading 
producers, though actually they are 
systematic destroyers of cash value 





Harry K. Gutmann W. J. November 


life insurance, for which they substi- 
tute term. 

Mr. Baird mentioned an investment 
counselor dealing with a supposedly 
sophisticated clientele who neverthe- 
less advised a man earning $8,500 a 
year to use for his savings program 
“carefully selected common stocks.” 
Mr. Baird also told of a surgeon who 

(CONTINUED ON PAGE 20) 


Host Of High Level 
Promotions, Changes 
Made By Equitable 


Three vice-presidents, five 2nd vice- 
presidents, two counsel and 13 assist- 
ant vice-presidents 
were among those 
elected at the an- 
nual meeting of 
Equitable Society’s 
directors. Also 
elected were six 
regional vice-pres- 
idents and a num- 
ber of executives 
were given officer 
status. 

The new vice- 
presidents are 
George P. Chave, 
A. E. Elander and Richard E. Erway, 
who was also named associate general 
solicitor. 

Mr. Chave, in 1925, joined the audi- 
tor’s department, was placed in charge 
of the home office administration de- 
partment in 1953 and became a 2nd 
vice-president a year later. Joining 
Equitable in 1929, Mr. Elander became 
divisional director of group annuities 
in the western department in 1939, 
was named divisional group manager 
of the southwestern department a year 
later and was appointed 2nd vice-presi- 
dent in the agency department in 1951. 
Mr. Erway has been associate counsel 
since 1952, becoming 2nd vice-presi- 
dent and associate counsel in 1956. 

Elected 2nd vice-president and chief 
appraiser in city mortgage was Hubert 
D. Eller, former chief appraiser. Other 
new 2nd vice-presidents are Thomas 
F. Murray, industrial property manag- 
er in city mortgage; George Stoddard 

(CONTINUED ON PAGE 29) 








George P. Chave 


Events Schedule 
For NALU Midyear 


Is Now Complete 


Much Interest In Meeting 
Next-To-Last In Long Line 
Of Such Gatherings 


WASHINGTON—The schedule of 
events for the National Assn. of Life 
Underwriters midyear meeting at Ft. 
Lauderdale, Fla., April 16-20, has been 
completed. The program is as follows: 

Saturday, April 15, 2 p.m., NALU 
board meeting. 

Sunday, April 16, 9 a.m., General 
Agents & Managers Conference board 
of directors; 12:15 p.m., NALU board 
of trustees luncheon, followed by meet- 
ing; 5 p.m., NALU president’s recep- 
tion for all attending the midyear 
meeting. 

Monday, April 17, 9 a.m. to 5 p.m., 
association workshop. 


National Council Tuesday 


Tuesday, April 18, 7:45 a.m., Wom- 
en Leaders Round Table dutch treat 
breakfast; 9 a.m., NALU national coun- 
cil; 12:15 p.m., GAMC luncheon; lunch- 
eon for women guests attending NALU 
meeting; 2 p.m., NALU board meeting, 
also GAMC management program and 
NALU “film festival”; 8:30 p.m., agents 
forum. 

Wednesday, April 19, 8 a.m., NALU 
past presidents breakfast; 9 a.m., 
NALU national council; 12:15, Life 
Underwriter Training Council lunch- 
eon; 2 p.m., NALU national council; 
7:30 p.m., “Calypso” party for all mid- 
year attendees, sponsored by the host 
(Broward County) association. 

Thursday, April 20, 9 am., NALU 
board meeting; Broward County sales 
congress; 12 noon to 5 p.m., “NALU 
day” at Gulfstream Park. 

Among the innovations at this year’s 
midyear meeting are the president’s 
reception on Sunday, the luncheon 

{CONTINUED ON PAGE 29) 








Equitable Society’s new 2nd vice- 
presidents are, from left, Thomas F. 
Murray, industrial properts manager 
in city mortgage; Stuart A. McCar- 
thy, associate counsel in the law de- 
partment; Hubert D. Eller, chief ap- 
praiser in city mortgage; George Stod- 
dard, manager of industrial securities, 
and Hudson Whitenight, manager of 
railroad securities. (Story at left.) 
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Halsey Josephson Book Defended 
Against Lack-Of-Proof Criticism 


Isadore Dretzin, a member of the Halsey D. Josephson agency of Connecticut 
Mutual Life in New York City and a long-time friend and associate of Mr. 
Josephson, has written to Executive Editor Robert B. Mitchell of The National 
Underwriter taking issue with his Feb. 11 review of Mr. Josephson’s book, 
“Discrimination: A Study of Recent Life Insurance Developments.” In the 
next column Mr. Mitchell replies to Mr. Dretzin. 


By ISADORE DRETZIN 


As an old friend of Halsey Joseph- 
son, with whom I have had a long and 
intimate association, I am offended at 
what you permitted to creep into your 
review of his book “Discrimination: A 
Study of Recent Life Insurance De- 
velopments.” Instead of a serious dis- 
cussion of what I regard as a major 
contriburion to life insurance litera- 
ture, you gave us something that was 
patently flippant and rather irrespon- 
sible. Did you hide behind the facade 
of a phantom life insurance man to 
make your article seem more objective 
than it actually was? 

Charges Review Of Man 

It is apparent that you were re- 
viewing the man, with whom you dis- 
agree, and not his book. Talk about 
documentation! Where in the book 
* you allegedly were reviewing did you 
find wise-cracks and sneers, unless you 
so interpret a forthright disagreement? 
Unsupported opinions, yes. But since 
they were only opinions, what support 
can be given them, other than logic 
and the judgments of knowledgeable 
and respected people in our business? 
And what about those “sarcastic jibes” 
you refer to, aimed at the “guys that 
think differently from us’? Seems to 
me that is exactly what you are doing. 
The whole tenor of your article, your 
phantom letter writer, are all sarcastic 
slurs at a guy who thinks differently 
from you. 

Surely you have the right to dis- 
agree. You may believe specials, ter- 
minal dividends, premium gradation, 
and full reserve policies to be morally 
right and completely equitable. You 
may even believe in discrimination it- 

(CONTINUED ON PAGE 23) 


Guynn Is President 
Of Old Line Life 


Forrest D. Guynn, executive vice- 
president, has been elected president 
of Old Line Life 
of Milwaukee. He 
has been acting 
head of the com- 
pany, having been 
installed a year 
ago when a dissid- 
ent stockholder 
group gained con- 
trol. 

Mr.Guynn 
joined Old Line in 
1955 as director 
of agencies. He 
was vice-president 
from 1956 until 1960 when he was dis- 
missed after a disagreement with the 
former management. 

He started his insurance career with 
Aetna Life, becoming assistant gen- 
eral agent at Minneapolis. Before going 
with Old Line, he was agency vice- 
president of Midland National Life of 
Watertown, S.D. 

Stockholders gave the new manage- 
ment a vote of confidence by returning 
Mr. Guynn, Walter G. Zinn, and D. 
C. Jacobus to the board for three-year 
terms. Franklin P. Grof and William 
Lamont were elected directors for un- 
expired one-year terms. 





Forrest D. Guynn 





By ROBERT B. MITCHELL 


Mr. Dretzin asks, “where in the 
book you were allegedly reviewing did 
you find wise-cracks and sneers, un- 
less you so interpret a forthright dis- 
agreement?” I was not interpreting the 
numerous forthright disagreements as 
sneers or wise-cracks. I had in mind 
statements like these: 

“. . apparently a mental contortion 
only insurance commissioners can per- 
form.” 


Lists Statements 


“|. .a decade [the 1950s] of com- 
petitive shenanigans, cloaked in sanc- 
timonious rationalizations .. .” 

“... the life insurance industry 
has acknowledged with tear-dimmed 
eyes...” 

“. . . equity, a word used, I am cer- 
tain, to ennoble the procedure.” 

“The decrease in cost was naturally 
attributed to the premium gradations 
by size! (The sarcasm is more ev- 

(CONTINUED ON PAGE 22) 


North Central Co. 
Offers To Purchase 
Maine Fidelity Life 


An offer by North Central Co. to 
purchase Maine Fidelity Life through 
an exchange of stock has been ap- 
proved by directors of Maine Fidelity. 
The acquisition is contingent upon 
exchange of 51% of Maine Fidelity 
stock. 

North Central plans to take over the 
management of Maine Fidelity im- 
mediately, and Robert R. Masterton, 
sales vice-president of the holding 
company’s subsidiary, North Central 
Life, has been named president of 
the Maine insurer. He succeeds Paul 
E. Merrill, who will continue as chair- 
man. 

Maine Fidelity is capitalized for 
300,000 shares of $1.50 par value 
stock, and North Central Co. has 405,- 
687 shares outstanding. 

The Portland insurer, which was 
formed in 1955, has $18,761,121 of 
insurance in force. Assets amount to 
$1.2 million and capital and surplus 
total $729.694. It is licensed in 23 
states, and a combination of Maine 
Fidelity and North Central Life would 
give the subsidiaries access to 36 states. 





Canadian Life Men 
Elect C. B. Lindsay 


TORONTO—C. B. Lindsay, manager 
of London Life at Vancouver, was 
elected president of 
Canada Life Un- 
derwriters Assn. at 
the annual meeting 
here. Mr. Lindsay, 
a CLU, has been in 
the life insurance 
business for 30 
years, all with 
London Life. 

Other officers 
elected at the 
meeting were D. J. 
Davidson, Metro- 





C. B. Lindsay 
politan Life, Victoria, president-elect; 
Fraser Deacon, Canada Life, Toronto, 
chairman; D. A. Donaldson, London 
Life, Toronto, vice-chairman; Fernand 
de Haerne, Global Life, Montreal, hon- 
orary secretary; John E. Manning, Mu- 


tual of Canada, Toronto, honorary 
treasurer; N. H. Evely, Prudential of 
England, Toronto, chairman of CLU 
Institute. Also elected were 14 regional 
vice-presidents and 14 regional direc- 
tors. 

The John A. Tory medal for the 
highest score in the 1960 CLU exami- 
nations was presented to Guy Lapointe, 
Great-West Life, Rimouski, Que. The 
“Totem Pole” award for local associa- 
tion programing and administration 
went to the Toronto group, while 
awards for membership promotion went 
to Bas St. Laurent, Que., Granby, Que. 
and Northwestern Quebec. 


IAHU Board Asks Study 
Of Care Program Costs, 
OASI Method Opposition 


Directors of International Assn. of 
Health Underwriters, in resolutions 
adopted at a meeting at Chicago, urged 
that proposals to attach health care 
to social security be resisted and that 
a study of costs for a federal program 
be made before legislation is enacted. 

The board agreed that burdening 
the social security system with health 
care expenses would bankrupt the 
system, and they proposed that efforts 
be made to solve the problem of fi- 
nancing through existing mechanisms 
of personal savings, insurance and 
direct public assistance. 

It was resolved that, whereas both 
the Forand and Kennedy proposals in- 
volved immense outlays, a bi-partisan 
study of the projected costs of any 
federal program be made before Con- 
gress considers it. 

In another resolution, the directors 
objected to using the word insurance 
in connection with social security be- 
cause none of the 16 million people 
now over 65 have or ever will con- 
tribute to a health care benefit fund. 
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Equitable’s Assets 
At $10 Billion-Plus, 
Life Sales Up 13% 


Equitable Society chalked up a 134 
gain in total life insurance sales in 19% 
and set records in 
other areas, ac- 
cording to James 
F. Oates Jr., pres- 
ident, in the com- 
pany’s annual re- 
port to directors. 

Assets crossed 
the $10 billion 
mark and at year- 
end totaled $10,- 
039,070,000, an in- 
crease of $375,096,- 
000 over 1959. Life 
insurance in force 
amounted to $37,032,916,000, compare 
with $34,353,682,000, and premium anj 
annuity income reached a record $1. 
105,398,000, up $5,597,000. 

Benefit payments, including diyj. 
dends, rose 5.8% to a record $899,629. 
000, of which $198,801,000 was applica 
for dividends, a gain of 12.3%. Con. 
bined sales of ordinary and group life 
amounted to $2,967,807, compared with 
$2,627,136,000. Group life production 
totaled $1,237,761,000, an increase of 
$396,390,000. 


Ordinary Sales 


Ordinary life sales were $1,730,046- 
000, off 3.1% from the record $1,785, 
766,000 in 1959. Ordinary policies issued 
in connection with residential mort- 
gages came to $187,399,000 less than 
in 1959. Ordinary policies unrelated 
to residential mortgages amounted to 
$1,555,238,000, which was 9.3% more 
than such business produced in 1959, 

Net investment income was $377,- 
113,000, a gain of more than $25 mill- 
ion. The net rate of return, before 
federal income taxes, was 3.95%, the 
highest in 28 years. The return in 
1959 was 3.82%. 

Equitable invested $738 million dur- 
ing the year at an effective average 
gross rate of 5.68%, a significant in- 
crease over the 1959 result. 

Mr. Oates reported that $36 million 
was invested in 1960 under the com- 
pany’s program, initiated in September, 
1959, which involves the acquisition 
of common stocks on a continuing basis 
over a period of years. 

He said, “The portfolio of common 
stocks purchased snce the _ inception 
of this program had a total cost of 
$55,413,000, and a year-end market 
value of $5,237,000.” 








James F. Oates Jr, 


General American Life had a 15% 
increase in paid ordinary life in Janv- 
ary. Individual life business in the 
last quarter of 1960 was up $3 million. 





Figures From Companies’ 1960 Year-End Statements 



















Increase Surplus to New Ins. in Increase Prem. ae 

Total in Policy- Bus. Force Dec. in Ins. Income ba 

— ane —— 1960 31, 1960 in Force - 1 ; 
American Mut., Des Moines ........ 70,181,690 3,482,749 4,801,097 66,734,234 352,384,301 36,860.775 8,114,585 4,484,523 
Bankers Life of MIE scscsntsshsteoscsans 1,093,533,892 63,831,452 69,401,286 461,735,440! 3,760,170,334 210,776,187 135,016,475 93,822,920 
Business Men’s Assurance . 211,235,059 15,400,606 34,833,511 506,710,846? 2,001,706,988 266,717,839 57,736,327 32,951,108 

Capitol Life, Denver 52,478,716 9,260,735 3,250,525 796,640,933  1,241,783,786 819,482,747 21,927,887 9,904, 
Great-West Life .. 791,494,588 47,996,228 57,435,483 605,965,892 4,179,690,349 404,747,363 120,075,097 89,295,251 
Home Lite, N.Y. 424,274,988 * 22,519,060 26,215,929 256,320,846  2,240,884,146 127,303,455 53,952,214 34,868; - 
= ianapolis Life 127,399,255 6,859,348 11,609,509 84,773,142 495,187,218 43,398,950 12,854,042 8,084,62 
amar Life 77,277,147 = 5,013,594 12,834,715 41,983,071 293,832,462 21,230,194 6,373,777 4,113,031 
Lutheran Mutual Life 0... 118,723,745 10,204,824 9,860,234 98,964,001 620,639,017 72,323,026 13,518,142 6,040,820 
- dland ate LfC oo.ssscsveseccsnsnees 114,892,483 4,805,791 6,640,868 53,576,951 421,976,070 22,086,515 = :11,111,977 7,288,088 
ee es ee 444,750 12,929,394 34,385,430 170,025,559 1,150,223,263 59,376,745 30,965,667 _ 12,838,418 
al pee an ife sasastheeenmupeunddes 2,210,622,334 88,798,637 164,020,786 944,478,7153 7,042,890,567 459,993,885 214,145,137 145,567,455 
orth American Life, Can. 336,367,875 25,390,405 13,488,313 279,491,113 —_1,710,595,967 172,850,844 45,208,082 21,604,891 
Paul Revere Life .............. 201,325,780 19,439,086 56,807,291 161,915,744‘ 896,023,512 84,992,959 49,054,888 22,511,108 
Republic National Life 105,859,877 8,427,104 8,296,033 1,262,025,3475 2,974,869,128 619,179,471 44,665,617 31,576,250 
State Farm Life a 212,599,038 ,641,877 25,661,208 310,763,979 1.734,840,597 174,361,847 ‘366,382 6,592,887 
Union Central Life ... 801,820,786 8,453,562 47,737,855 379,479,949° 3,043,984,830 179,505,762 69,866,459 85,181,846 

World of Omaha 35,384,413 4,078,554 3,535,788 294,139,522 314,889,033 30,369,272 18,331,014 _—8,050,880 
as follows: * $66, 114,088; ? $40,768,630; * $47,141,860; * $38,149,021; > $80,853,046; * $3% 
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044,601. 
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LIFE INSURANCE EDITION 





e pluribus unum 


THE MOTTO, as you know, means “from many—one.” 
In other words, there is strength in a group. 


Employers in American industry wisely apply this 
idea to Group Insurance. Faced with serious compe- 
tition for the services of good workers, they look upon 
Group Insurance as a sound means of attracting and 
holding top-notch personnel. Employees are also 
enthusiastic, since this attractive employment fea- 
ture provides them with basic protection upon which 
to build their individual insurance programs. And 
too, it introduces the advantages of life insurance to 
many who might never have recognized its full 
benefits. Thus, employer, employee—and agent— 
benefit and gain strength from Group Insurance. 


Provident Mutual has everything needed to sell 


Group Insurance—and sell it well. For example, 
Provident Mutual offers every major coverage in- 
cluding pensions; benefits can be custom fitted to 
exact employer needs. Through these services the 
Company presents an excellent opportunity for 
-brokers, and especially for agents with companies 
not active in the Group Insurance market. 


The motto, e pluribus unum, works well for the 
seller, too! Coverage for many combined into one 
profitable sale. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Nw Mutual Sets Up 
EDP Department 
Under Groeschell 


An electronic data processing de- 
partment has been formed by North- 
western Mutual. It 
will be headed by 
Charles G. Groe- 
schell, comptroller, 
who becomes di- 
rector of personnel 
and services. 

Establishment of 
the department is 
in line with com- 
pany plans for ex- 
panded use of EDP. 
Processing 
of nearly 30% of 
the company’s 1.7 
million policies has been converted 
from manual to eleetronic methods. 
A second IBM 705 computer will be 
employed on a rental basis in April, 
and next year a_ transistor-operated 
IBM 7080 computer will be installed 
to complete the electronic conversion 
of all insurance in force by late 1962. 
The smaller 7080 will have three times 
the capacity of the 705. 

Mr. Groeschell, who joined the com- 
pany in 1947, has been comptroller 
since 1953. He will be succeeded in 
that capacity by Harvey D. Wilmeth, 
currently manager of mortgage ser- 
vices. Mr. Wilmeth has been with the 
company since 1947. 

Wilfred A. Kraegel, with Northwest- 
ern Mutual since 1948, will be man- 
ager of data processing. He has been 
assistant actuary. 

Three assistant managers have been 
appointed. Frank H. Rice, assistant 
actuary, will be in charge of systems, 
and Lester C. Laatsch, who has been 
supervisor of tabulating service since 
1948, will handle operations. In charge 
of control and documentation will be 
Wilbert J. Reimer, a specialist in the 
comptroller’s department since 1956. 


Ohio State Schedules 
Insurance Conference 


Insurance company management 
and sales personnel will join with 
insurance buyers at the annual insur- 
ance conference to be held March 9- 
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10 on the Ohio State Unversity campus. 

For the first time, a separate session 
will be devoted to problems of cor- 
porate risk management. This will 
include a discussion of insurance for 
nuclear risks, and a visit to a nuclear 
reactor. 

A case study in risk analysis will be 
presented at the fire and casualty 
session. The life agency management 
section of the conference will feature 
several speakers on employe benefit 
plans, business life insurance and 
health insurance. 


Discuss All-Lines Aspects 


The all-lines aspects of the case 
study will be discussed at a combined 
afternoon session. This part of the 
program will also include a symposium 
on the education, research and public 
relations challenges facing universities 
and the insurance industry. 

The fifth annual induction ceremony 
of the Insurance Hall of Fame will be 
one of the highlights of the confer- 
ence. At a luncheon, new members will 
join the nine individuals who have 
been honored in past years for out- 
standing contributions to insurance 
thought and practice. 

David L. Bickelhaupt, associate pro- 
fessor of insurance Ohio State, is con- 
ference chairman. 


1961 Tax Facts Edition 
Is Now Off The Press 


Tax Facts on Life Insurance—new 
1961 edition, developed and published 
by the Diamond Life Bulletins depart- 
ment of the National Underwriter Co., 
is now off the press. 

This popular question-and-answer, 
pocket-size tax guide reflects latest 
legislation—all regulations, rulings and 
cases published prior to Jan. 1, 1961 
—everything of importance to the life 
underwriter. It is written in simple, 
easy-to-understand-and-use question- 
and-answer-form and _ cross-indexed 
with the exclusive D.L.B. guidex which 
makes this authoritative tax book re- 
ally three books in one. The reader 
can tell at a glance whether the pros- 
pect has one, two, or three federal 
tax problems. Tax Facts’ easy-to-find 
information on income, estate and gift 
taxes is a quick easy-to-use source of 
facts for review of tax problems. 

Price is $2 for single copy, less for 
quantity orders. 
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Life Of Va. Names Five 
Senior Vice-Presidents 


Life of Virginia has named five 
senior vice-presidents, four from with- 
in its own organ- 
ization and one 
from another life 
company. The four 
men promoted are 
George F. Albright, 
agency vice-presi- 
dent; Hill Monta- 
gue Jr., adminis- 
trative vice-presi- 
dent in charge of 
home office opera- 
tions; William R. i 
William R. Shands 


Shands, vice-pres- 
ident and general 
counsel, and John B. Siegel Jr., finan- 
cial vice-president. Warren M. Pace, 





George F. Albright Hill Montague Jr. 


former agency vice-president and di- 
rector of Atlantic Life, was named 
senior vice-president in charge of Life 
of Virginia’s ordinary agency division. 

Mr. Albright began his career with 





i Nae 
is 
a6: 


John B. Siegel Jr. Warren M. Pace 


the company in Charlotte, N. C., where 
he later became associate manager. 
He has been field training supervisor, 
manager of the field training division, 
manager of the district office at At- 
lanta, assistant vice-president and as- 
sistant to the president. He is a director 
of Life of Virginia and of the Rich- 
mond CLU chapter. 

42 Years Of Service 


Mr. Montague, who has been with 
the company since 1919, was named 
assistant actuary in 1935 and secre- 
tary in 1936. 

A director since 1946, Mr. Shands 
joined Life of Virginia as counsel in 
1940, becoming general counsel three 
years later. He has been secretary 
and is a director of Health Insurance 
Assn. and past president of Assn. of 
Life Insurance Counsel. Mr. Siegel 
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Hancock Liberalizes 


Some Of Its Clauses 

BOSTON—John Hancock has mag; 
these ordinary-department liberaliza, 
tions: 

The accidental death benefit will } 
issued at ages 0 through 65, with coy. 
erage effective not earlier than age; 
and extending to 70 or earlier ma. 
turity. In most cases rates are cut, to 

The ADB limit is increased to $150. 
000. 

Rates on select ordinary waiver hay 
been reduced. Women’s rates becom 
the same as men’s. 

Family income or single paymer 
benefit with select or multiple prote. 
tion policies is available for varying 
whole dollar amounts of monthly jp. 
come from 1% to 2% of sum insure, 
but not less than $20. 

Rates on multiple protection policie 
have been adjusted to reflect change 
for the ADB and waiver. Improve. 
ments were made in non-medical rule, 
the most important being an expan. 
sion in the limit for the insurance-of. 
insurability benefit. 


Surety Life, Mutual Fund 


Offer Combination Plan 


Surety Life of Salt Lake City an 
Hamilton Management Corp. of Denver 
have introduced an insurance and m.- 
tual fund merchandising plan in Utah, 
Montana and Nebraska on a test basis, 
Sales representatives of the two firms 
will be cross-licensed to sell insurance 
and/or mutual funds. Fund shares and 
insurance contracts will be sold separ- 
ately. However, Surety Life has intro- 
duced three new contracts designed 
to complement Hamilton Fund plans. 
According to Lewis T. Ellsworth, pres- 
ident Surety Life, “The program will, 
in effect, bring to the public a vari- 
able annuity through the guaranteed 
values of life insurance and the growth 
opportunity of mutual funds.” 
Acacia Mutual Life Correction 

A recent issue of THE NATIONAL 
UNDERWRITER Stated that the 196) 
new paid for business of Acacia Mu- 
tual Life was $8,889,784. This figure 
actually represents the new paid for 
business of the company’s Chicago 
agency only. The total new paid for 
business of Acacia Mutual for 196) 
was $213,505,290. 





joined the company as a security ana- 
lyst and was placed in charge of the 
financial department and named a di- 
rector in 1960. He is chairman of the 
investment section of American Life 
Convention. 

Mr. Pace entered the business with 
Guardian Life, became associate mana- 
ger at Richmond in 1949, went to the 
home office in 1919 and three yeats 
later was appointed agency director. 
He joined Atlantic Life as assistant 
vice-president in 1955, became agency 
vice-president in 1956 and a director 
in 1960. He is a CLU. 





SHOW 1960 INSURANCE RESULTS 


New 
Rn rT 


Insurance 
Increase in Increase in In Force 


New 
Busi Insurance Dec. 31, 198 











Insurance 
$ $ In Force In _ $ 

RU TOD csiicscsstmadovnetercsens 2,027,343,120 1,632,590,844 1,358,934,772 1,459,178,600 24,311,020,4 
Bankers Life of Iowa 461,735,440: 500,505,944 210,776,187 276,740,557 3,760,170,3¢ 
Capitol Life, Denver .. 796,640,933 114,604,821 819,482,747 98,085,577 1,241,783, 
Connecticut Mutual Lif 595,932,630 580,528,764 348,815,395 350,429,982 4,700,113,782 
Great-West Life ................. 605,965,892 532,641,846 404,747,363 | 370,857,802 4,179,690,349 
Hartford Life _................ 178,803,862? 166,668,884? 126,257,496 106,196,485 773,236,931 
Life & Casualty, Tenn. ........ 362,088,233 357,429,463 121,533,424 148,184,994 1,920,885,68 
Massachusetts Mutual Life .... 1,268,327,470 1,225,468,262 731,909,802 809,071,830 8,278, 463,58! 
North American Life, Can. .. 279,491,113 — 268,904,920 172,850, 198,175,840 1,710,595,981 
Occidental Life, Cal. + 1,737,525,719 1,613,835,275 1,157,154,780 1,050,238,888 0,206,576,8 
Pan-American Life 217,143, 174,576,641 96,398,610 80,668,848 1,322,379.2% 
Paul Revere Life ... 123,766,723 134,775,377 84,992,959 93,895,086 896,028,512 
Union Labor Life ..... is 27,020,816 668, 23,798,520 28,627,070 1,096,406.58 
United Benefit Life ................ 388,502,095 280,079,166 113,552,972 160,046,643 2,160,924,% 

New business figures include the following amounts of revivals and increases for 1960 


1959, respectively: 1 $66,114,088 and $67,656,933; 


2 $75,041,641 and $12,449,512. 
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KatTsuMI TOKUNAGA 


With no previous life 
insurance sales experience, 
Katsumi Tokunaga has 
done well as a member of 
the California Franklin 
organization. Practically 
all of his sales are on 
Franklin “Specials.” 
Here is a record of his 
cash earnings to date, 
starting with his first full 
year: 


VOLS Weer te $ 5,766.28 
1957 2 css see 8,435.58 
Jen Teor cc 12,326.39 
OCC cere 12,417.33 
1960 (11 mo.) .. 14,952.77 








Lhe Friendly 


CHAS. E. BECKER, PRESIDENT 


LIFE INSURANCE EDITION 


“Y’ 


ve got if made... 
thanks to Franklin!” 


Campbell, California 
December 15, 1960 


Mr. Kenneth T. Kono, General Agent 
Golden Gate Agency 
Berkeley, California 


Dear Ken: 


A few years ago when you told me the biggest change I’d 
make in coming with Franklin Life would be in my earn- 
ings, I had reservations. Then I was too concerned with 
the switch from a physiologist to a Franklinite—and 
moreover, a Franklinite without prior experience. 


But now I have no reservations—lI only feel happy and 
proud to look back at a record of healthy growth. And this 
growth, Ken, I also know now was inevitable with tools 
like the Franklin specials and people like you and George 
Landis and all the other Franklinites. 


It gives me a good feeling to put down on paper my 
earnings of $5,766.28 in 1956 (my first full year with 
Franklin) and compare it with the $14,952.77 I’ve earned 
to date (Nov. 30) in 1960. I get a mental lift when I glance 
at the watch on my wrist that commemorates the 62 sales 
I made in 60 consecutive days the early part of this year. 


Happiness ... pride .. . they’re qualities that are neces- 
sary to any man’s state of well-being—and when this man 
is increasing his income “to boot,” he’s got it made. I have 
... and thanks. 


Most sincerely, 
Kats 





y Penn ea 7 TINGIN INSURANCE 
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SPRINGFIELD, ILLINOIS 
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The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 
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American Society of CLU is supply- 
ing many daily newspapers with a 
question-and-answer column on life 
insurance. The questions are selected 
and the answers written by C. C. 
Robinson, communications consultant, 
of Wellesley, Mass., former home of- 
fice agency executive, field man and 


Questions And Answers From CLU 


. . that a lender, either individual or in- serve their property for their familj. 
Column Supplied To Daily Pa pers stitutional, can ask for any amount or and a lot of life insurance is sold f, 


FteNATIONAL UNDERWRITER 


have’ a right to demand that I sign off through life insurance, and <0 ayg 
over my life insurance as additional the necessity (and expense) of sell 
security? your property. 
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ANSWER: It is our understanding Many borrowers also prefer to eg, 


f z type of collateral he wants. Whether the specific purpose of retiring a mo 
insurance magazine editor. CLU mem- jo gets it is up to the borrower; and gage at death. Often the type of ; 
bers wishing to have the column aP- here the law of supply and demand surance used is reducing term, and 


pear in their local papers should write \oujd seem to govern. most ages the premium adds only | 
to American Society headquarters. Apparently the savings and loan little to the cost of a mortgage. 
QUESTION: If I borrow from a association you mention feels that 


savings and loan association and give yo 
the lender a first mortgage as se- if 


curity for the loan, does the lender would prefer to have the loan paid that term insurance is much cheape 


ur home would be ample security, Heard Term Was ‘Cheaper 


you live; but that if you died they QUESTION: I was recently advisg 


than the kind of life insurance I hay; 












el 


O. K. Barkley 


and that I’d do better to have tem 
policies. 

ANSWER: Term life insurance is th 
lowest premium policy you can by 
but it is not always the “cheapest” 
“most economical.” Term insurance j 
for relatively short-term _insurang 
needs, like covering a loan or a mort. 
gage or giving extra family protectig, 
for a few years until your income jp. 














creases to provide a full insurance pro. 
gram. 

Remember that you seldom can ge 
term insurance after 65 and thus, if 
you have only term policies, you wil 
wind up without any family protection, 
Also, while lower in cost today, as yoy 
get older term insurance becomes more 
expensive than the regular cash-value 















Aleck Hovanes 





or permanent plans. In fact, term in. 
surance eventually becomes prohibj- 
tive. Use term insurance for “term 
needs” only. This is playing it safe 
and you buy life insurance to be safe. 


Paying Too Much? 
QUESTION: I would like to know if 


I’m carrying too much life insurance, 
and if I’m paying too much for it? 
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B. L. Murken 





I’m a woman, single, and 28 years of 
age. My policy is a 20-pay life, for 
$6,000, and it costs me $13.37 a month. 

ANSWER: To tell you whether 
$6,000 is “too much,” we'd have to 
know a great deal more about your 
circumstances than you’ve put into 
your letter. The answer would have to 
be based on the needs of the people 
you took the insurance to protect, re- 





K, 1. Olson, CLU 
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Theodore Phillips W. G. Preston, CLU Brooks Rickard 

















lated to your salary and your future 
prospects. 

But we can answer the second part 
of your question. Your 20-payment 
life policy is not costing you too much. 
In 20 years, you’ll have $6,000 of fully 
paid-for life insurance (on top of hav- 

pee ing had 20 years of protection); and 
J. A. Walker you will also have a cash accumula- 







































D. J. Walton D. P. Waslif M.S. Weimer W. B. Wetzell F. R. Wiklund J. R. Williams 

















tion you can borrow or take outright 
that should just about equal what you 
have paid in. 


Equivalent To Interest 


In 20 years, your insurance will 
have cost you, roughly, the interest 
you might have earned on your $13.37 
a month premium. We say “might 
have earned” because, while many 














D. M. Wolkoft H. L. Zahn 















National 
Life 


We like BOW IES a Narthwestetia Nefrol Fee se ee eee 


e Yes, we like bow ties at N/W National Life. You see, a bow tie—and now this to be true, and it also ap- 
membership in the Bow Tie Club —is awarded our Field Managers when plies to those of our friends who are 
they achieve their assigned new manpower quotas for the year. Being a 
member of the Bow Tie Club is a mark of distinction at N/W National — ~ we feel sure you have a need 10 
ANE ko, and we congratulate each of our Field Managers pictured here who won. save money; and if you also have any 
membership in the club for 1960. 


N/W NATIONAL RATE 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY ° 


people continue paying life insurance 
premiums for 20 years—or much long- 


interrupted deposits for stretches of 
even 10 years. In our own case, We 


old enough to have had 20 or more 
years of savings experience. 


need for the protection you are buy- 
(CONTINUED ON PAGE 26) 


foo] 4 


ife Insurance for Living easel — + 
tHe KL co. 


MINNEAPOLIS, MINNESOTA 10th & Douglas - Omaha, Nebr. - 342-4955 ) 
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A continuous 
training program 
to keep advancing 


. know if 
nsurance, 
. for it? 
years of 
life, for 
a month. 
whether 
have to 
ut your 
put into 
- have to The day a person qualifies as a Field Underwriter with New York Life, his training begins. 


: — Through regular classes, home study, and personal consultations with management, he covers 
r future all the specially prepared texts in the three-part Nylic Training Course. 


his career! 








2 


ond. part Part One covers insurance fundamentals and basic Nylic selling techniques, single-need selling, 


— merchandising insurance, selling through service, total-need selling, expanding markets, and 
of fully marketing mass coverages. Part Two covers programming with planned security. 


of Sa Part Three covers Business Insurance topics such as: reaching the businessman; solving sole 


m); and , : - ; 
cumula- proprietor, partnership, corporation and key-man problems. This part also explores Estate 


= Conservation; selling the estate owner, tax procedures and guides. 
Career conferences, advanced underwriting seminars, workshops, and club meetings supplement 


this training and provide a way to continuously increase the agent’s know-how and advance 


= his career. Also, the Nylic Agent who desires to enroll in C.L.U. study courses receives full 
r $13.37 assistance from the Company. 


“might 
» many This continuous training, combined with his enthusiasm and ability, helps explain why the 


ry or Nylic Agent is so successful—and why New York Life policies are so widely owned. 
punts in 


or , | New York Life 
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vho are epithe THE NEW YORK LIFE AGENT Insurance Company 


r more training is 
9 in Yous ee ae 51 Madison Avenue, New York 10, N.Y. 
ed to another reason why... 1S A GOOD MAN TO 
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— Life Insurance « Group Insurance + Annuities 
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$10 Billion At Work 
In U.S. Furnished 
By Life Companies 


Funds of life insurance policyhold- 
ers are helping cities throughout the 
U. S. to fight the battle against urban 
obsolescence and decay. In the past 
decade, life insurance companies have 
put over $10 billion to work improv- 
ing the business, residential and rec- 
reational facilities of American cities, 
according to Institute of Life Insur- 
ance. This huge investment has made 
possible new office buildings, apart- 
ments, stores, schools, hospitals, ho- 
tels, theaters, shopping centers, bowl- 
ing alleys, expressways, bridges, tun- 
nels and many other facilities. 

Many of these new structures have 
replaced crumbling tenements and 
outmoded commercial buildings which 
marred the beauty of downtown areas 
and jeopardized health, safety and 
morale. 

Life insurance funds have been the 
most important single source of capi- 
tal for the post-World War II office- 
building boom. A survey by Julien J. 
Studley, a leading commercial realtor, 
indicates that in New York alone life 
companies have invested about $750 
million in new Manhattan office build- 
ings since the end of the war, includ- 
ing nearly all of the 150 or so major 
office structures built during this pe- 
riod or now under construction. 

For example, New /York’s 52nd 
Street was formerly a synonym for 
nighttime gaiety. But the main string 
of gaudy cabarets and honky-tonks 
that once separated tourists from their 
dollars along 52nd Street have all 
been demolished. In their place is ris- 
ing, among others, the new 43-story, 
$75 million Uris Building on the Ave- 
nue of the Americas. 

In Pittsburgh, $75 million of life in- 
surance money went into redeveloping 
a 23-acre blighted area at the apex of 
the city’s Golden Triangle, where the 
Monongahela and Allegheny rivers 
merge to form the Ohio river. This 
“Gateway Center” area is now a color- 
ful plaza and park, bordered by six 
gleaming stainless steel office sky- 
scrapers and a new hotel. 

In the heart of downtown Philadel- 
phia, several life companies have in- 
vested a total of at least $50 million 
in the Penn Center development on 
the site of the old Broad Street Sta- 
tion of the Pennsylvania Railroad. 

In Hartford a former 12-acre down- 
town slum is being turned into one of 
the most valuable pieces of real estate 
in New England through a $35 million 
life insurance investment. When fin- 
ished in 1963, this “Constitution Plaza” 


Assets of life insurance 
companies are helping cities 
throughout the United States 
to fight the battle against ur- 
ban obsolescence and decay, 
as evidenced by these photos 
of recently constructed build- 
ings built with life company 
funds. According to Institute 
of Life Insurance, the com- 
Panies have put more than 
$10 billion to work improving 
business, residential and rec- 
reational facilities in Ameri- 
can cities during the past 10 
years. Besides Pittsburgh, 
Los Angeles and New York 
City, other cities to reap the 
benefits of funds invested by 
life insurance companies in 
the fight against urban decay 
are Philadelphia, where the 
$50 million Penn Center is 
being constructed; Hartford, 
where Constitution Plaza is 
getting a $35 million invest- 
ment from life companies; 
Dallas, with a 42-story sky- 
scraper and two other huge 
buildings; Denver, a new ho- 
tel and department store; 
Cleveland; Seattle; Buffalo; 
New Orleans; Atlanta; San 
Francisco and Montreal. 
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LIFE POLICY FUNDS MADE THESE BUILDINGS POSSIBL 





Uris Building (above), no.. 
under construction at 1290 
Avenue of the Americas in 


New York City. 

















Gateway Center 






































Washington 








Pittsburgh’s Golden Triangle. 








Square Village 
] aunt hy 





February 235, | ‘ 






















d, t] 


(ab 





Pr 


) at the apex oj 








apartment d p 


in New York and the Tishman 
Building (right) at 615 Wil- 
shire Boulevard in Los Angeles. 











will include five modern office build- 
ings, a shopping court, a 250-room 
hotel and an underground parking 
garage. 

Immediately after World War II, life 


companies pioneered in helping to 
meet a critical housing shortage in 
American’ cities. Life companies 


planned and developed great, modern 
apartment projects like Stuyvesant 
Town and Peter Cooper Village in 
New York’s gas house district and 
Lake Meadows in a southside Chicago 
slum. 

Modern apartment developments for 
city dwellers at all income levels con- 
tinue to rise on a massive scale as a 
result of life companies’ investments. 
In recent years, one life company has 
provided nearly $50 million for a doz- 
en different apartment buildings 
throughout Chicago’s northside lake- 
front area to house more than 4,000 
families. 

In Manhattan, perhaps the largest 
single residential mortgage loan in 
history has revived a_three-square- 
block area of blighted tenements and 
wornout commercial structures in his- 
toric Greenwich Village. They have 
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CHICAGO 1, ILLINOIS 


The Minuteman 


Symbol of Success 
to a fast- 
of General Agents 


Old Republic 


LIFE INSURANCE COMPANY 


growing group 








been replaced by ‘Washington Square 
Village,” which includes two modern 
17-story terraced apartment buildings, 
a shopping area, a children’s play- 
ground and broad stretches of grass 
and gardens. A life company invested 
$20 million. 

The nation’s continuing need for 
new office space was underscored by 
a recent Department of Labor estimate 
that, during the 1960s, there will be a 
30% increase in the nation’s clerical 
force and 40% rise in technical per- 
sonnel. 

Among the dozens of new office 
structures made possible by life insur- 
ance in midtown Manhattan are the 
47-story Time-Life Building on Ave- 
nue of the Americas, and the 39-story 
Tishman Building on Fifth Ave. They 
provide facilities for over 25,000 work- 
ers. 

Office construction is also under way 
at a fast pace in the financial section 
of lower Manhattan. One of the largest 
new buildings is the New York Pro- 
duce Exchange at the foot of Broad- 
way. 

Some new commercial buildings fi- 
nanced by life insurance in other 
cities follow: 

—Dallas, A 42-story skyscraper and 
two other huge buildings. 

—Denver, A new hotel and depart- 
ment store. 

—Los Angeles, More than a score of 
buildings along Wilshire Boulevard, 
near the Ambassador Hotel and in the 
Miracle Mile area. 

—Cleveland, The 21-story East Ohio 
Building on Superior Avenue. 

—Seattle, The 20-story United Ex- 
change Building. 

—Buffalo, A 20-story office building 
on Lafayette Square. 

—New Orleans, The 28-story Allen- 
Towers Building at the corner of 
Gravier and Baronne Streets. 

—Atlanta, The Georgia Power 
Building and the 22-story Atlanta 
Merchandise Mart. 

—San Francisco, A skyscraper built 
as the regional headquarters of a life 
company was the first new major 
building in the city in more than 20 


years. It sparked a building boom that 
resulted in at least 10 other buildings, 

—Montreal, Place Ville-Marie, an 
$80 million project that includes a 42- 
story skyscraper in the shape of a 
cross, several smaller office buildings, 
a large shopping center and prome- 
nade. 


U. Of Conn. Agents School 
To Focus Its Attention On 


Executives, Professionals 

The annual Life Underwriting 
School, which will meet next summer 
at the University of Connecticut, July 
24-28, will focus its attention on pen- 
sions and financial security for the 
executive and professional man. 

Laurence J. Ackerman, who is dean 
of the university’s school of business 
administration, pointed out that the 
one-week program is designed pri- 
marily for the producer with at least 
three years of experience in the life 
insurance field. 

A five-member faculty will conduct 
a series of 50-minute classes on such 
topics as the economic background of 
pension and profit-sharing plans, de- 
signing the small pension plan, the 
tax aspects of the small pension plan, 
trust agreements, prospecting and sell- 
ing small pension plans, servicing the 
small pension case, profit sharing plans 
and retirement plans for the profes- 
sional man. 

Evening seminars will give produc- 
ers an opportunity to discuss problems 
affecting their production. These ses- 
sions will be moderated by the school 
faculty including Edward S. Churchill 
of E. S. Churchill & Associates, Hart- 
ford pension plan consultants; Solomon 
Huber, general agent of Mutual Bene- 
fit Life at New York; Donald P. Kent, 
director of the university’s institute of 
gerontology and executive secretary of 
the Connecticut commission on_SéI 
vices for the elderly; John H. Riege, 
partner in the Hartford law firm of 
Reid & Riege, and E. A. Starr, assist- 
ant agency vice-president of Connecti- 
cut Mutual Life. 
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JAHU Charges Bias 
In CBS Telecast On 
Medical Care Cover 


The nationally televised program, 
The Business of Health, which pur- 

rted to be an objective view of 
problems of financing health care, has 
been assailed by International Assn. of 
Health Underwriters as having had 
“gl] the earmarks of a grossly biased 
propaganda piece for the advocates of 
government-paid medical care.” 

In a letter to Frank Stanton, presi- 
dent of Columbia Broadcasting Sys- 
tem, IAHU Chairman Oakley Baskin 
charged that the material and editing 
of the two-part series shown earlier 
this month were biased in favor of 
compulsory insurance. He enumerated 
seven examples of unfair reporting: 

e Although there appeared numerous 
allegations of financial hardship as a 
result of medical bills and mistreat- 
ment by doctors and insurance plans, 
no testimony of benefits received from 
health insurance plans was presented. 
“While criticism bordering’ on slander 
was heaped upon the doctors, not one 
instance was cited of a doctor’s treat- 
ment without charge, or service above 
and beyond the call of duty.” 

e The imvression was given that Blue 
Cross and Blue Shield cover the major- 
ity of persons with health insurance. 
Little mention was made of insurance 
companies which protect almost a 
third again as many people as Blue 
Cross and Blue Shield. 


Major Medical Ignored 


e Although the operation of special 
medical programs of Kaiser Corp., 
Health Insurance Plan of New York 
and the United Mine Workers was 
pictured in detail, the fact that 18 
million people are covered by major 
medical policies was ignored. 
e Filmed interviews with doctors and 
Blue Cross officials were erroneously 
represented as being rebuttals to ac- 
cusations. Since the interviews were 
not conducted under debate circum- 
stances, the apparent lack of strong 
rebuttal to questions raised tended to 
discredit insurance and the medical 
profession. 
e Health Insurance Foundation was 
quoted as saying the average insured 
family is covered for only 24% of its 
medical bills. No mention was made 
that “all medical bills’? include minor 
illness, vaccinations, physical examin- 
ations, and routine drugs—items which 
do not lend themselves to the insurance 
principle. 
e The program seemed to emphasize 
the need for comprehensive coverage 
of all types of medical care. Neverthe- 
less, the only reference to cost was an 
excerpt of a speech by former Rep. 
Forand, who mentioned 25 cents a 
week per worker or as low as 12 cents 
per week for those earning less than 
$2,400 a year. The uninformed viewer 
might be misled into believing low 
cost would cover the complete medical 
care being discussed on the program. 
e The weight of evidence indicated 
that only American Medical Assn. was 
opposed to medical care under the 
Social security system, and, hence, that 
its members were “self-serving per- 
Sons interested only in their own fi- 
nancial well-being.” 

Referring to the cost of medical care 
under social security, Mr. Baskin de- 
clared that any discussion of this 
Should include not only a fair esti- 
Mate of the immediate cost, but an 
honest appraisal of the cost to future 


See tions who must~ bear the bur- 
en.” 
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Ind. Health Agents 
Hold Sales Congress 
At Indianapolis 


Nearly 300 health agents took part 
in a health insurance sales congress 
last week in Indianapolis which kicked 
off the second annual Indiana Volun- 
tary Health Insurance Week. 

W. Harold Petersen, executive vice- 
president Underwriters National As- 
surance and president of the sponsor- 
ing Indiana Health Underwriters Assn., 
set the stage for the all-day conference 
by pointing out three recent develop- 
ments which he said will affect the 
health insurance business: 

Certain non-insurance elements 
which are “gimmicking up” the busi- 
ness with such items as credit card 
A&S coverage; the recent supposedly 
objective study of voluntary vs com- 
pulsory health insurance by one of the 
major television networks, and the 
continued whittling away by the fed- 
eral government at voluntary health 
coverage. 

Featured spaakers were F. Kenneth 
Stoakes, Loyal Protective Life general 
agent, Los Angeles, president of In- 
ternational Assn. of Health Under- 
writers; R. Earl Denman, Pacific Mu- 
tual Life, Cincinnati; Bill Gove, pres- 
ident Bill Gove Organization, Coral 
Gables, Fla.; and Jack E. Rawles, 2nd 
vice-president Lincoln National Life. 

Mr. Stoakes stated that the greatest 
challenge to the American people today, 
as well as to the insurance business is 
“Can the free enterprise system be pre- 
served and can we keep it going?” 

In answer to the question, “Will 
there be a future for this business as 
we know it now?” he stressed that un- 
less IAHU becomes the true “watch 
dog” for the business, and unless the 
association continues to grow in num- 
ber and stature, chances are the busi- 
ness will not remain the same. 


Tells Membership Value 


He continued by giving a point-by- 
point breakdown of the values of mem- 
bership in IAHU and brought out the 
theme of his talk, “What’s Sizzling in 
the 60s for International.” 

Mr. Denman said personal insurance 
is hard to sell. It’s hard to sell because 
people want to buy a state of mind, 
not a piece of paper. He covered with 
the audience what attributes a perfect 
hypothetical agent might have, and 
liberally sprinkled the subject with 
stories illustrating the points. 

He listed the 12 attributes of a per- 
fect salesman as: Must be in good 
mental and physical condition and 
must be able to see the people; speak 
distinctly when in prospect’s presence; 
keep it simple, especially since we are 
in a highly technical business; must 
have the “image of success” in his 
sights; be observant; listen more and 
talk less; must disturb the prospect 
—knowledge alone won’t sell; he stays 
on his own sales track; convince the 
prospect the agent is his true friend; 
must have proper regard for his job; 
join in civic endeavors—not for sales 
but because he becomes a better per- 
son as a result, a proper regard for his 
fellow man—that his problems are of 
primary importance. 

Mr. Rawles, in outlining the expand- 
ing market for health insurance, pre- 
dicted an industry-wide rate increase 
on first-dollar hospitalization policies, 
but no change in major medical de- 
ductible premiums. The best market 
for A&S sales in the future, he stated, 
“lies in the field of disability income 
in programing, sales to the middle- 
(CONTINUED ON PAGE 13) 


LIFE INSURANCE EDITION 


REINSURANCE 


COVERING 


Accident & Sickness— 
All benefits 


Life Insurance 
Casualty features 


Also Disaster— 
Multiple-person 
losses in mass 
concentration of 
Reinsured’s policy- 
owners 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


SAN FRANCISCO 
100 Bush St. 


NEW YORK 
107 William St. 


CHICAGO 
175 W. Jackson 





te x * 


CHANGING TO THE 1958 CSO TABLE? 
BOWLES, ANDREWS & TOWNE has available: 


e Non-forfeiture values, 2'2% and 3%, minimum first 5 
years graded into CRVM reserves end of 15 years. CRVM 
and Net Level reserves, for most standard and some special 
plans. 


e Electronic computing facilities (both Burroughs 220 and 
IBM 607) for calculating: non-forfeiture values, asset shares, 
reserves, gross premiums, dividends. 


e A large staff experienced in serving as the company’s ac- 
tuary or working as an extension to the company’s actuarial 
department. In addition to computing work the staff can as- 
sist in establishing basis of dividends and gross premiums and 
preparation of policy forms and ratebook text. 


For further information write or call 


BOWLES, ANDREWS & TOWNE, INC. 


NEW YORK: 
156 William Street 
New York 38, N. Y. 


ATLANTA: 
1389 Peachtree Street, N.E. 
Atlanta 9, Georgia 


RICHMOND: 
P. O. Box 6716 
Richmond 30, Virginia 


DALLAS: MIAMI: 
715 Meadows Building 100 Biscayne Boulevard, South 


Dallas 6, Texas Miami 32, Florida 


PORTLAND: 
465 Congress Street 
Portland, Maine 
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Mutual Benefit Writing 
Substandard Risks At 
Higher Ratings, Ages 


Mutual Benefit Life has begun ac- 
cepting substandard risks at higher 
ratings and at older ages than it has 
to date. 

The company is offering coverage 
in cases involving extra risk which re- 
quire a permanent extra premium of 
up to $25 per $1,000 of ordinary life 
insurance. Permanent extra _ rates 
are being offered in combination with 
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special classes A, B, C and D. 

Within these limits coverage is avail- 
able at insurable ages 15 to 75. The 
former maximum age was 60. 

Temporary extra premiums will con- 
tinue to be offered up to $10 per $1,- 
000 of ordinary coverage. These ratings 
may be combined with special class 
A, B, C and D premiums. 

Limits for the special class coverage 
for issue ages 61 to 75 are $100,000, 
$90,000, $60,000 and $40,000 for classes 
A, B, C and D, respectively. Limits for 
combined ratings for risks in excess of 
the D classification depend on the 


City Life. 





Home Office / Broadway at Armour / Kansas City, Missouri 
Represented in 41 States and the District of Columbia 
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Kansas City Life Insurance Company proudly an- 
nounces another first for the Chicago area. The 
highest annual award of this company, The Agency 
Building Award, was presented on February 2, 1961, 
to the Hugh Alan Klein Agency at a dinner attended 
by business leaders of the Greater Chicago area. 


Mr. Klein has been a member of the Kansas City 
Life organization only since December 3, 1957, and 
is the youngest general agent ever appointed by 
Kansas City Life. In 3 short years this young man 
built a life insurance agency organization which 
was awarded the highest honor Kansas City Life 
has to offer a general agent. The Klein Agency was 
in competition with 54 other Kansas City Life gen- 
eral agencies in 41 states and the District of Col- 
umbia, many of which existed before Klein was born. 


We salute the citizens of the Chicago area for mak- 
ing it possible for the Hugh Alan Klein Agency to 
bring this honor to its community in this, the 45th 
year of life insurance service in Illinois by Kansas 


KANSAS CIY UFR 


character of the risk but may not ex- 
ceed the class D maximum insurance 
limit. 


BMA Increases Dividend 

Directors of Business Men’s Assur- 
ance have increased the semi-annual 
cash dividend 33.3%, from 15 cents to 
20 cents a share, payable Feb. 28 to 
stock of record Feb. 24. The company 
has paid 15 cents semi-annually since 
1959 following a 2% for 1 stock split 
accompanied by a 25% increase in the 
dividend rate. 
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Reviews Underwriting 
Bugaboos Which Breed 
The Contestable Claims 


Ninety-nine percent of claims ap 
paid without fuss, according to Fre 
H. Kemp, senior claims adviser of Pry. 
dential at the Chicago regional hon, 
office, who spoke at the February meet, 
ing of Chicago Home Office Life Up. 
derwriters Assn. He reviewed from ,; 
claims standpoint some of the trouble. 
some areas of risk selection that pro. 
duced the 1% of contestable claims, 

Mr. Kemp said he doubted that many 
companies regarded drunks and mora! 
risks as being fit subjects for insu. 
ance, and he cautioned underwriter; 
to be on guard for increasing amounts 
of risk and for binding receipt cases 

Average-sized claim payments have 
increased enormously with the advent 
of family policies, income riders, de. 
creasing term additions, and triple ac. 
cidental death benefits. “Please be on 
the alert for these possibilities, espe. 
cially if inspections have been cur. 
tailed,” he urged. 

He reminded also that on binding 
receipt applications the company is on 
the risk from the date of application 
or of the medical, regardless of dating 
procedures. He suggested that these 
be processed fast enough to avoid lia- 
bility and that rejections be commu- 
nicated promptly. 


COD Apps 


On COD applications, underwriters 
must ascertain that the applicant's 
health and habits have not changed in 
the interim, records must be kept from 
the first premium collection, and pol- 
icies must be delivered quickly. Un- 
derwriters must also be sure applicants 
have signed and returned any amend- 
ments, riders and changes, and when 
partial premiums are tendered during 
the course of underwriting, carefully 
worded temporary receipts must be 
available, he said. 

Mr. Kemp also noted some of the 
old bugaboos which underwriters prob- 
ably always will encounter: Know- 
ledge of agent, overinsurance and 
twisting, and partial admissions. 

The general rule, he said, is that if 
an insurer’s agent acquires knowledge 
of an applicant’s ill health, the pre- 
sumption is conclusive upon the insur- 
er unless it was not the agent’s duty 
to disclose the information, or the agent 
was defrauding the insurer. 

Consideration should also be given 
to the possibility of the applicant spec- 
ulating, whether the amount sought is 
commensurate with finances, and 
whether there are _ legitimate rea- 
sons for changing insurers. 

He cautioned against concealed gen- 
eralizations. “Every claim man in the 
country can tell you that ‘checkups, 
‘X-rays,’ and similar disguises breed 
fast and difficult losses,” he declared. 

Discussing the relative positions 
which the underwriter and claims man 
holds on a risk, Mr. Kemp said the un- 
derwriter has the voluntary choice of 
approving, denying or modifying the 
protection being sought and can base 
his reasons on fact, conjecture, whim 
or company policy. The claims man, 
however, does not enjoy the voluntary 
choice available to the underwriter, 
and his decision must be “evidentiary 
and substantially” based. “I think this 
distinction is sometimes not always 
appreciated,” he declared. 


Canada Life has reduced rates for 
Immediate Life Annuities and has 
introduced a new series of still lower 
rates for single premiums of $50,000 
and over. 


| XUM | 
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FORGING THE TOOLS OF SUCCESS . . . The job of the insurance agent is to sell his product 
and service it. It’s that simple... and that complicated. To be a successful agent he must know his 
job well. 

The Travelers was one of the first to recognize the important part education could play in developing 
successful agents. In 1903 the Company offered career training programs to its representatives—the 
first insurance company in America to do so. 

Since then more than 30,000 agents have forged the tools of success through Travelers training programs. 
Today in a modern, functional, three-story Education Center, The Travelers continues to meet the 
training needs of its contract agents. 

Outstanding instructors—men with successful field experience—conduct courses in Life, Accident and 
Health; Casualty, Fidelity, Surety, Fire & Marine; and roe Classes are kept small so agents may 
receive maximum individual attention. 

While attending the Education Center, salesmen from all over the country stay at Denniston Hall, 
ideal quarters for study, rest, and a beneficial exchange of ideas. 


For more information about The Travelers training programs, that broaden agents’ knowledge and 
lead to more successful careers, write The Travelers Office or General Agency nearest you. 


HARTFORD 15, 


THE TRAVELERS Insurance Companies consecricut 
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AT GA CONFERENCE 


H. B. Palmer Decries 
‘Waste Makers’ In 
Life Insurance Ranks 


There’s no room in the life insurance 
business for the _ so-called “waste 
maker” philosophy, and where it is 
found it should be eliminated, said 
President H. Bruce Palmer of Mutual 








Life is 
Different 
in 
California 
Life 





Here’s your 
GENERAL AGENCY 
opportunity 
of a lifetime 


Write today to Ted Glasrud, vice 
president, for full information 
about a general agency opening for 
you with California Life. Find out 
how this dynamic 40-year-old 
company can make your lifework 
more rewarding. California Life- 
size commissions, liberal contracts. 
If you are seeking a general agency 
situation with maximum growth 
potential, California Life is the 
life for you. Write or wire Mr. 
Glasrud today. 





CALIFORNIA LIFE 
INSURANCE CO. 


Dept. F 4334 MacArthur Blvd. 
Oakland 19, California 


General agency opportunities now available 
in: Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idahe, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 
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Benefit Life at the company’s general 
agents’ convention at Nassau, B.W.I. 

Referring to the system of planned 
obsolescence decried by author Vance 
Packard, Mr. Palmer pointed out that 
by contrast with other products, life 
insurance is built for long duration, 
with an increase in real value inherent 
in it. However, Mr. Palmer condemned 
those in life insurance who indiscrim- 
inately used financed life insurance 
or replace existing policies to the in- 
sured’s disadvantage. 


Must Curb ‘Waste Makers’ 


“We must eliminate those few 
‘waste makers’ among us who sell 
temporary coverage that must even- 
tually go down the drain or be re- 
placed through new purchases,” he 
declared. “In the years ahead, the life 
insurance agent and the home office 
and field management that directs 
him must again be rededicated to our 
long-range responsibilities of sound 
property accumulation and sound per- 
sonal financial growth through per- 
manent life insurance. All of us must 
defend our business against those few 
‘waste makers’ whose actions only 
serve to artificially promote life in- 
surance production.” 

Mr. Palmer predicted an even better 
sales environment for life insurance 
in the years ahead as the result of the 
broad-scale predisposition for savings 
and family protection on the part of 
the public. He emphasized that this 
would call for greater selectivity in 
recruiting new career agents and con- 
tinued upgrading in the training proc- 
ess. 


Warns Of Booby Trap 


Charles G. Heitzeberg, vice-presi- 
dent in charge of agencies, said the 
job of sales management in life in- 
surance has a booby trap of oversim- 
plification, for while goals can be 
stated simply, their attainment is never 
simple. He emphasized that judgment, 
insight and understanding are more 
important in the recruiting process 
than charts and graphs and norms. 

“We should know enough to make 
certain that we do not confuse the 
tools of our trade with our ability to 
use those tools,” he said. 

The progressively tougher competi- 
tion for good manpower calls for pro- 
gressively better field management, 
he said. 

“To avoid the booby trap of over- 
simplification,” he said, “we must feel 
that our prospective recruit is good 
human clay, that we like him and 
that he responds to us, that we want 
to work with him and he wants to 
work with us—in effect, that we can 
visualize our wearing well for a busi- 
ness lifetime together. Such a human 
approach, plus all the other steps in 
the selection process, gives us the cal- 
iber of recruit to sell a quality product 
to a quality market.” 

Awards for outstanding 1960 per- 
formances were presented as follows: 

President’s trophy, based on quality 
and amount of new business, success 
in recruiting and training new men 
and maintaining production among 
established agents—W. O. Catterton 
agency, Houston, a previous winner. 
Runners-up, Albert Drake, Kansas 
City, and Vern K. Miller, Columbus, O. 

New organization award for re- 
cruiting and developing new men— 
W. N. Thurman agency, Atlanta. The 
Bishop agency, Honolulu, and Catter- 
ton, Houston, tied for second-place 
honors. 

Stillman “duel” award, named for 
Chairman W. Paul Stillman and pre- 
sented to the leading agency in three 
production categories for the quality 


Study Finds Insured 
Key-Men Averaging 
$26,000 Annual Pay 


A Massachusetts Mutual survey of 
newly issued policies on key-men 
showed they had incomes ranging 
from $5,000 to more than $100,000, the 
average in the one-month study cov- 
ering 100 cases being $26,000. The 
largest concentration of key-man in- 
comes was in the $20,000-plus bracket. 

Amounts carried by corporations on 
their key-men ranged from $4,000 to 
$1 million, the average being $82,000. 
The typical key-man is a vice-presi- 
dent, sales manager, treasurer or other 
senior officer, not necessarily presi- 
dent. The biggest buyers of key-man 
insurance were found to be medium 
sized companies with assets under 
$10 million and sales between $100,- 
000 and several million dollars annu- 
ally. 

In some sales reported recently, 
companies have insured their execu- 
tives for a year’s profits. Another rule 
of thumb is five times the executive’s 
annual salary. 





of business produced during the an- 
nual sales campaign known as the 
duel—W. T. Earls, Cincinnati, R. B. 
Miller, Albany, and H. W. Dale, Jack- 
son, Miss. 

Duel volume award for largest vol- 
ume sold in the contest—Earls agency, 
Cincinnati. 

Duel quota awards for highest per- 
centage over quota in their respective 
production categories—Earls agency, 
Cincinnati, F. A. Zachary, Wichita, 
and H.’B. Hoffman, Billings, Mont. 

This is the second time the Earls 
agency has won all three awards pre- 
sented for outstanding success in the 
duel contest. The Earls agency also 
won the award for having the highest 
number of million dollar producers. 


Award To Miller Agency 


V. K. Miller, Columbus, O., received 
an award for having the largest num- 
ber of million dollar producers of any 
agency of comparable size. 

The Paul Guibord agency, Newark, 
repeated its last year’s performance 
in winning the group volume award. 
Murrell Bros., Los Angeles, won the 
group cases award. General agents 
winning “group millionaire” recogni- 
tion were E. C. Dunn, Nashville, T. M. 
Lemly, Memphis, S. W. Sizer, Chat- 
tanooga, and B. L. Pribble, Sioux Falls, 
S.D. 

The Jones award for quality busi- 
ness went to L. B. MacEwen, Man- 
chester, N.H., runner-up being G. F. 
Dittmer, Toledo. The mathematician’s 
award for quality was shared by the 
B. L. Pribble agency, Sioux Falls, 
S.D., and L. B. MacEwen, Manchester. 
Runner-up was R. B. Miller, Albany. 


Rosenbaum Wins Again 

The brokerage award for outstand- 
ing work in brokerage manpower and 
production went for the third time to 
the E. L. Rosenbaum agency, New 
York. The new brokerage award for 
the most improvement over the pre-: 
vious year in both manpower and pro- 
duction was won by the Catterton 
agency, Houston. 

The Guibord agency, Newark, won 
the Agency Bulletin award. 

General agents qualifying for the 
Mutual Benefit Million Club by per- 
sonally writing a million or more of 
life insurance in the Mutual Benefit 
in 1960 are E. G. Brenno, Honolulu, 
A. C. Hansch, Dallas, R. E. Olmstead, 
Providence, K. R. Bentley, Danville, 
Ill., J. W. Brown, Louisville, W. O. Cat- 
terton, Houston, C. L. Doane, Omaha, 
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Improved Insurer-Agen 
Relations Seen By Cal. 
Agents’ Executive V-P 


An improvement in the relatio, 
between agents and home offices j 
being noted in California and in ty 
nation. This optimistic note, following 
more than a year of challenging grow 
insurance trends, was sounded by Dop. 
ald C. Burns, executive vice-presidey 
of California Assn. of Life Underwrit. 
ers, when he addressed San Joy 
agents and a joint meeting of the Sy 
Fernando Valley and Glendale-By. 
bank associations. 

“It was just one year ago”, he said 
“when the Cal-Vet mortgage life jp. 
surance program flagrantly and with. 
out basis in law extended individug) 
coverage beyond mortgage indebted. 
ness, bringing group abuses in Cali. 
fornia into sharp focus. This, following 
the teamsters direct writing case, made 
life underwriters in California keenly 
aware of seeming company disregar 
for the agency system.” 


Have Expressed Concern 


In this past year, agents have been 
expressing their concern over “such 
abusive practices sweeping the coun- 
try,” he declared. “Today we believe 
that the trends are, if not completely 
swinging back to the agency system, 
at least are indicating a _ willingness 
by company officers to discuss the 
agent’s viewpoint. We are pleased to 
report that a new avenue for direct 
and continuous communications be- 
tween companies and your association 
leaders has just been opened. This, we 
optimistically believe, will provide a 
complete exchange of viewpoints with- 
in the industry which cannot help but 
bring about a betterment of relations, 
We believe we have found a sincere 
willingness on the part of home office 
officials to listen to the voice of the 
individual producer. 

“Perhaps, if this sincerity stands the 
proving of time and action, the life 
insurance industry will again devote 
its full energies to the service of the 
life insurance buying public through 
the proven agency marketing system. 
Such a course cannot fail to be in the 
best interests of the industry as well 
as the people we serve,” Mr. Burns said. 


Jefferson Standard Life 
Awards President's Trophy 


The Andrews agency at Greensboro, 
N.C., has been judged the winner of 
Jefferson Standard Life’s president's 
trophy for the best all-round agency 
performance in 1960. This is the first 
time the award has been made. 

Howard Holderness, president, 
awarded the trophy at a_ luncheon 
honoring W. H. Andrews Jr., manager 
of the winning agency, and members 
of his staff. Mr. Andrews is past 
president of NALU and of American 
Society of CLU. 

The agency paid for more than $12 
million of new business last year, an 
increase of 11.8%. During the year, 
the agency’s persistency rate increased 
from 93.8% to 94.5%. 





and Maurice Goldstein, Charleston, 


S.C. 
GA Association Elects 

Mr. Rosenbaum was elected presi- 
dent of the general agents associa- 
tion. Other officers are W. N. Thur- 
man, Atlanta, vice-president, and Paul 
L. Guibord, Newark, secretary-treas- 
urer. Mr. Guibord, H. Preston Smith, 
Denver, and G. F. Dittmer, Toledo, 
were elected directors of the associa- 
tion. 
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Ind. Health Agents 
Hold Sales Congress 
At Indianapolis 


(CONTINUED FROM PAGE 9) 
income market, and business insurance. 
He touched on several ideas to be 
ysed in the integrating of life and 
health insurance in the complete 
programing job. “We must get to the 
middle-income prospect,” he warned. 
“If we don’t, the government will.” 
There is an optimistic outlook in this 
market because of the movement of 
the non-buying “blue collar” workers 
into the “white collar” class brought 
about by automation. 

The new social security regulations 
concerning disability income will be as 
much of a booster to health insurance 
sales as the original social security was 
to the life business, he said. To illus- 
trate the importance of the business 
insurance market, he said almost 50% 
of his company’s A&S applications 
were key man disability sales, and the 
need for partnership health coverage 
is becoming a more widely recog- 
nized need than ever before. 

Mr. Gove built his talk around a 
survey conducted by Minneapolis- 
Honeywell attempting to establish the 
most successful sales sentences that 
could be found. He said the most pow- 
erful sentences that can be used to 
lead to a close (and with adaptations 
as usable in selling insurance as any- 
thing else) are: : 

—“I have a gift for you.” 

—‘What do you think?” 

—“Don’t worry; I’ll handle the de- 
tails.” 

—“Others did this; they told us so.” 

—“I’d like to suggest.” 

—“After you buy... .” 

Armed with these basic ideas, Mr. 
Gove contended, fear is virtually elim- 
inated, because preparedness is the 
antidote of fear. 

An added attraction at the meeting 
was an informal discussion by Com- 
missioner Harry E. McClain. 

Weymouth Fogelberg, Indianapolis 
Life, Indianapolis, was general chair- 
man. 


Lincoln National Stock 
Dividend, Split Approved 


Approval of a resolution providing 
for an increase in capital and an in- 
crease in the number of shares of 
stock of Lincoln National Life was 
given by stockholders at the annual 
meeting last week. Announcement of 
the proposal was made last December. 
Stock of Lincoln National will be split 
two for one and a dividend of 25% 
will be paid. The company will trans- 
fer $5 million from surplus, thereby 
Increasing capital from $20 million to 
$25 million consisting of five million 
shares of $5 par. The stock dividend 
and the split will be made April 1, to 
stock of record March 1. 


Guardian Life. Has 


New Publication 


NEW YORK—Guardian Life has 
brought out a new publication, “The 
Guardian,” to be distributed to the field 
force and home office employes. It will 
be published twice monthly. 

_ Until now, communications to the 
field and home office personnel were 
handled in separate monthly publica- 
tions. The field publication had been 
published continuously for nearly half 
acentury. The company’s rapid growth 
and the increasing complexity of com- 
Pany operations were factors in adopt- 
ing a more effective means of dissemi- 
nating information promptly to all 
Guardian personnel. 
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Labor Leaders Protest 
Rate Hike Requests By 
Mich. Blue Cross-Shield 


LANSING—Labor leaders, at hear- 
ing conducted by Commissioner Black- 
ford last week, vociferously attacked 
proposals for increasing Michigan Blue 
Cross-Blue Shield rates. Michigan 
Hospital Service (Blue Cross) is asking 
for a 22% increase, and Michigan 
Medical Service (Blue Shield) wants a 
rate hike of 13.5%. 

Paul Silver, president of a Detroit 
local of Uniied Automobile Workers, 
questioned the Blue Shield claim that 
72% of Wayne County (Detroit) doc- 
tors and 85% of doctors statewide 
participate in the broadest of Blue 
Shield plans. He noted that osteopaths 
were not included and said that the 
Blue Shield figures were too high. He 
further assailed the series of educa- 
tional meetings conducted by the serv- 
ices throughout the state as being a 
“traveling seminar trying to influence 
people.” 

Calls Methods ‘Slipshod’ 


Hospitals were charged by Joseph 
Van Dyke, head of the Kent County 
(Grand Rapids) AFL-CIO council, 
with slipshod administrative methods 
which have contributed to increased 
health care costs. He criticized doctors 
for refusing to make house calls, thus 
forcing patients into hospitals. 

William S. McNary, executive vice- 
president of Blue Cross, called most 
of the complaints aired at the hearings 
irresponsible. He said the criticism 
that there has been overuse of hos- 
pitals under the plan was unjustified 
by the facts. Furthermore, there is no 
mystery about Blue Cross operations, 
he said, and the books and operating 
methods are always open to public 
inspection. As for alleged profit-mak- 
ing by hospitals, more than half of the 
institutions in the plans are operated 
either by governmental bodies or by 
Catholic nursing orders, while the re- 
mainder are run by non-salaried citi- 
zen boards, he noted. 

Commissioner Blackford, who indi- 
cated he would make a decision on the 
rate requests within 10 days, em- 
phasized the broad scope of the plans, 
which enroll some 3.5 million Michigan 
residents. He said he could not permit 
Blue Cross-Blue Shield to go broke, 
since it would take more than two 
years for any other health care or- 
ganization to assume similar propor- 
tions. He predicted that his decision, 
whatever it might be, would not be 
popular. 


ALC Regional Meetings 
Scheduled For March, April 


American Life Convention has set 
the dates and locations for its four 
annual regional meetings: March 20- 
21, Read House, Chattanooga; March 
23-24, Sheraton-Dallas Hotel, Dallas; 
April 10-11, Drake Hotel, Chicago, and 
April 13-14 Ambassador Hotel, Los 
Angeles. 

Purpose of the meetings, which be- 
gan in 1945, is to provide a forum for 
local discussion of matters of interest 
to the ALC member companies and 
the life insurance business in general. 
There are no formal speeches and no 
record of the informal discussions is 
made. The insurance and other press 
is excluded. j 

Otto Haakenstad, president Western 
States Life and of the ALC, will pre- 
side at each of the meetings. Conven- 
tion staff members will be on hand at 
all meetings to answer questions and 
assist generally. 

The meetings will include a special 


session for financial officers on the 
afternoon of the second day to discuss 
investments in the current market. In 
charge of these gatherings will be: 
Chattanooga—DeLong H. Monahan, fi- 
nancial vice-president Provident Mu- 
tual Life; Dallas—Franklin O. Briese, 
vice-president Minnesota Mutual Life; 
Chicago and Los Angeles—Carleton G. 
Lane, president Union Mutual Life. 

Arrangements chairmen are Dudley 
Porter, vice-president and _ general 
counsel Provident L.&A., at Chatta- 
nooga; Travis T. Wallace, president 
Great American Reserve, at Dallas; 
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Horace W. Brower, president Occiden- 
tal Life, at Los Angeles. The Chicago 
gathering is handled from ALC head- 
quarters under the direction of How- 
ard C. Reeder, president Continental 
Assurance. 
Mass Mutual Lives Leader Named 
Charles A. Norris of Massachusetts 
Mutual’s Haley agency at Greensboro, 
N.C., has been named company leader 
in number of lives insured during 
1960. Mr. Norris wrote 241 lives, thus 
becoming lives leader for the third 
consecutive year. 
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Aerial view of Roanoke, a modern progres- 
sive city which looks to the future and 
plans for it. 


Roanoke, Star City of the South- 
Home of Shenandoah Life 


Roanoke is a city where a year-round program to 
stress the importance of the American Way of Life 
was first developed. This program, now being copied 
widely by other cities as ‘The Roanoke Plan’ has 
been cited for its excellence by Freedom Foundation. 


Home Office of Shen- 
andoah Life in Roanoke, 
Virginia 


Your opportunities are bigger at Shenandoah Life — a 


company Which maintains branch offices in 12 states and 


the District of Columbia 


a company which has a 
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Newspaper Survey 
Pinpoints Insurance 
Purchasing Patterns 


Who are the best customers for in- 
surance? 

To dig out the answer to this ques- 
tion, the Chicago Tribune conducted a 
study of purchase patterns among al- 
most 3,000 metropolitan Chicago 
households and found: 

Families headed by adults between 
35 and 54 years of age are better life 
insurance customers than households 








Western 


Southwestern 


HzNATIONAL UNDERWRITER 


headed by younger or older persons. 
The 35-54 age group, which represents 
49.5% of the households in the Chicago 
market, accounted for 54% of life in- 
surance purchasers. 

Families headed by adults over 55 
years of age (which account for 28% 
of the total households in the market) 
represented 10.1% of life buyers. 

The 18-35 year bracket (represent- 
ing 22.5% of the market) accounted 
for 35.8% of life insurance purchased. 

As might be expected, family income 
is a dominant factor in distinguishing 
between buyers and non-buyers of 


f. 


Midwest 


Southeastern 


insurance. The study indicated that 
29.9% of households with annual in- 
comes of $8,000 or more, accounted for 
37.7% of life insurance buying. 
Families with incomes in the $5,000- 
$8,000 range (34.4% of the total mar- 
ket) accounted for 43.1% of the life 
insurance buying households. 
Suburban families appear to be 
slightly better insurance customers 
than those residing within the limits of 
the city. Suburban households (repre- 
senting 40% of the total households 
in the Chicago metropolitan area) re- 
presented 45.6% of those buying life. 
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American United Reinsurance experts 
stand ready to serve you -anywhere! 





@ East... West... North... South, a regional reinsurance 
expert from American United is ready to give you local 
service. 

That’s important. Because American United is one of 
America’s oldest reinsurers. (1904). We've solved the tech- 
nical problems, mastered methods. We've probed profits 
and risks, produced new ideas that have proven productive. 

And we share this experience with you. That’s American 
United’s “Partnership Philosophy.” 

Find out how American United’s reinsurance expert— 
backed by all the home office experience you need—can 
help you to better business and better profits. Call or write 
H. Hartzell Perry, Vice President, Reinsurance, American 
United Life Insurance Company, Indianapolis 6, Indiana, 


WaAlnut 3-7201. 4 


American United Reinsurance representatives service everywhere. 
In the West, Alaska and Hawaii—Jim Christopher from San Fran- 
cisco; in the Southwest—Jim Ratliff from Dallas; in the Midwest— 
Bill Calhoon from Indianapolis; in the East—Fred Kautzman; in the 
Southeast—Fletcher Shepard from Atlanta. 
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AMERICAN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 
ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE « 


UP LIFE + GROUP CREDIT INSURANCE - GROUP MORTGAGE INSURANCE - 


if “NTEED RENEWABLE MAJOR MEDICAL - 


GROUP RETIREMENT - 
GUARANTEED RENEWABLE HOSPITAL & SURGICAL - 


PENSION TRUSTS - NON-CANCELABLE DISABILITY INCOME - 
SPECIALISTS IN SUBSTANDARD UNDERWRITING AND REINSURANCE 
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N. Y. Advised Against 
Extending Disability 
Law To Major Medical 


A committee appointed by 





Rockefeller to study the possibility y 
compulsory major medical in Ne 
York state has recommended that sug 
a step would be unwise. However, th 
survey group, headed by Roswell 3 
Perkins, former counsel to the gover, 
nor, did report that a properly dray, 
law to accomplish this would be tech. 
nically feasible. 

Gov. Rockefeller asked the group 
study the practicability of extending 
the present non-occupational] disability 
benefits law to include major medi 
for all wage earners. The committe 
said that to do so now would put Ney 
York industry in an unfavorable con. 
petitive position with industry in othe 
states that did not have similar cover. 
age. 

The committee found that about hal 
of catastrophic expenses are for hospi. 
tal care and nearly 90% of worker 
covered by the disability benefits lay 
have some hospitalization insurance 
From 17 to 21% of costs are repr. 
sented by surgical expense, against 
which 83% of covered workers have 
some insurance. The study also found 
that 31% of the work force, including 
employes of concerns with one en. 
ploye, farm workers, self-employed 
and a‘ substantial number of unen. 
ployed are not covered by the disa- 
bility law. 

Protection against high medical costs 
would be incomplete without coverage 
of dependents. To include dependents 
in coverage might cause employers to 
discriminate against persons with de- 
pendents in their hiring. 


Peoples-Home Life Has 
Special Family Plan Rider 


A special family plan rider which 
insures wife and children and auto- 
matically adds insurance on all future 
children at no additional cost has been 
announced by Peoples-Home Life of 
Indiana. 

The new rider can be added to all 
existing as well as to new term, whole 
life, and endowment policies. It pays 
up insurance on a wife in the event of 
her husband’s death and pays up chil- 
dren’s insurance upon the wife’s death. 

A special low-cost Stork Option is 
a feature which provides automatic 
term insurance on the husband’s life 
for 90 days from birth of all future 
children. This insurance can be con- 
verted to any form of permanent in- 
surance at the end of a 90-day period 
without evidence of _ insurability. 
Monthly income payments to the 
client for balance of income period 
(maximum of 25 years) in case of a 
wife’s death is provided in an Extra 
Income Clause. The plan also includes 
special conversion features for children 
and wife without evidence of insura- 
bility. 


Leaders Of Aetna Life To 
Meet During June And July 


Four regional meetings of Aetna 
Life’s Corps of Regionnaires, the lead- 
ing producers’ organization, will be 
held during June and July. : 

New England and New York region- 
naires will meet at Mountain View 
House, Whitefield, N.H., June 14-11, 
and western members will meet at the 
Empress in Victoria, B.C., June 26%9. 

Regionnaires from other parts of the 
country will meet at the Greenbrier, 
White Sulphur Springs, W. Va., in two 
sessions, July 5-8 and July 16-19. 
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Health Insurance 
Terms Unit Defines 
Accident, Sickness 


Two new definitions were adopted 
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Terminology at a meeting in New York. 

Accident insurance was defined as, 
“A form of health insurance against 
loss by accidental bodily injury,” and 
sickness insurance was defined as “A 
form of health insurance against loss 
py illness or disease.” 

It was also decided that a footnote 
should be appended to the definition 
of sickness insurance to point out that 
jliness and disease should not be con- 
strued to include accidental bodily 
injury but that they do include preg- 
nancy. 

Both of the new definitions relate 
to the committee’s previous definition 
of health insurance, “Insurance against 
loss by sickness or accidental bodily 
injury,” thus establishing the term as 
the generic for the field, superseding 
“accident and health,” “accident and 
sickness,” and variations, previously 
used. 

Adopted By Over 100 Companies 

E. J. Faulkner, president of Wood- 
men Accident & Life, chairman of the 
committee, reported at the meeting 
that over 100 companies including 
many of the largest, have agreed to 
change over their usage and adopt 
“health insurance” as the _ generic 
term. 

In addition, International Assn. of 
A&H Underwriters, at its last annual 
meeting, changed the name officially 
to the International Assn. of Health 
Underwriters to conform to the new 
term, and LUTC has decided to change 
to the term as rapidly as it reprints 
its text material. 

The committee further decided that 
health insurance as a field breaks 
down into two broad divisions of bene- 
fits—“disability income” and “medical- 
expense” coverage; and it voted to call 
the two divisions by those names. 

Most of the meeting was devoted to 
refining the details of a classification 
system worked out at the committee’s 
previous meeting in July. Under the 
system, the dimensions of health in- 
surance are recognized to be “perils,’’ 
“contractual arrangement,” “types of 
loss,” “basis of payment,” “types of 
benefit,” “kinds of insurer,” “continu- 
ation provisions,” “group contracts” 
and “methods of merchandising.” 


Leading Agencies Named 
By Connecticut General 


Connecticut General has named the 
winners of its outstanding agency 
awards for 1960, which are: 

The Cleveland brokerage agency, 
under Mervyn F. Perry, manager, for 
placing in force 29% more individual 
life insurance and 36% more health 
insurance. 

The Evanston branch office. Joseph 
C. Ladd, manager, for increasing in- 
dividual life sales 36% and group sales 
260%. 

The Hartford branch office, Carl T. 
Furniss, manager, for placing in force 
more than $26.6 million of individual 
life insurance. 

The Kansas City brokerage agency, 
Phillip E. Goodman, manager, for 
more than doubling individual life, 
health and group sales. 

The Long Island branch office, 
Charles A. Holman, manager, for plac- 
ing in force more than $6.7 million of 
individual life and increasing group 
Sales 103%. 

The Portland branch office, Donald 
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E. Abood, manager, for placing more 
than $4 million of individual life in- 
surance and increasing group sales 
38%. 


Walter F. Renk of Sun Prairie, Wis., 
has been elected to the boards of 
Farmers Mutuai Automobile and 
American Family Life, a wholly-owned 
subsidiary of Farmers Mutual, Madi- 
son, Wis., to replace the late August J. 
Rammer. Mr. Renk is president of an 
agricultural enterprise which includes 
beef cattle, agricultural seed, general 
farming and other divisions. 


Klein Agency Receives 
Top K.C. Life Award 


The agency builder award of Kansas 
City Life was presented to Hugh A. 
Klein, Chicago, at a dinner there. 
President W. E. Bixby made the pre- 
sentation. 

The competition is based upon agen- 
cy finances, company cooperation, ter- 
ritory, age, recruiting, supervision, 
training and community service. The 
Allen agency of Denver and Eby agen- 
cy of Wichita received honorable men- 
tion. 
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Ohio National Life 
To Enter Health Field 


Ohio National Life on July 1 will 
enter the health insurance field. In 
discussing this move, President M. R. 
Dodson, in his report to the board, 
stated: “Those coverages which are not 
only compatible with, but which we 
firmly believe are beneficial to, our 
life insurance operation will be avail- 
able” These coverages included indi- 
vidual, non-cancellable income replace- 
ment A&S benefits, as well as major 
medical. 
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the NEW 61 LITTLE GEM! 


... speeds you through the Sales Stopping Maze of NEW 1961 POLICY COSTS, etc. 


.. Selling is Much Easier — with this 
Impartial Factual "Reference." 


The “proper” answer (just the right point) at the right 
time will close many sales for you. The Little Gem pro- 
vides these answers — many many thousands of them — 
in easy-to-use form. (See list at left.) Companies and 
contracts differ more than you think — The Little Gem 
shows these differences— making it easy for you to 
select Your Strong Points. Amd its impartial and indis- 
putable facts make you the “Expert.” 


768 Pages—Giving Just What You Need! 


Concerning over 225 Companies 


| Policy Provisions and “Practices” 





[# Premium Rates — 4300 Policies 
[4 Cash Values on over 1250 


| Dividends, Costs, 10 & 20 Year 
Summaries — Present 
Scale & Actual Histories 


Settlem Option 
I Settlement Options Carries Powerful Authority 


The ANSWERS YOU NEED — are in The 1961 LITTLE 
GEM, but that is not all! It also gives you the convincing 
POWER of the printed word and the confidence of know- 
ing YOU ARE RIGHT. 


' Send —as soon as ready You may get One 
(latter part of April) on 10 day Approval! 


we copies 1961 Little Gem 


(1 copy, $5.00; 3 to 5, $4.80 each; 6 to 24, $4.50 each — less in 
larger quantities — quotation upon request.) 


[A Juvenile | Annuities [4 Industrial 


|4 Salesmaking Basic Tables, SOCIAL SECURITY 


Savings Bank & National Service Insurance 


| Easy-to-read OPERATING FIGURES 
on Some 350 Companies 





Thousands of "official" Sales-making 
ANSWERS .. . at Your Command! 


Group Your Orders and Save! 




















Name Title 
Many companies make the Little Gem Company 
available through cooperative purchase 
plans. Order Yours NOW — through Address 
our company or direct — using coupon City. Zone State 
y pany g coup 





for Early Delivery. MAIL NOW fo The National Underwriter Company 


Statistical Division, 420 E. 4th St., Cincinnati 2, Ohio 
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Consolidated Functions with RAMAC} 


New powerful IBM RAMAC’® 1401 and 
1410 Data Processing Systems extend 
capabilities of random access accounting 


The RAMAC concept of accounting cuts manual 
filing and sorting requirements, and speeds every 
phase of policy and claims handling. With its 
instant access to any information at any time, it 
is the ideal system for consolidated functions. 
With IBM’s new RAMAC systems, you can store 
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C low practical for more life insurance companies 


from 10,000,000 to 100,000,000 data characters. 
(One system, for example, has the capacity to 
store as many as 500,000 records of 200 char- 
acters each.) These solid state computers give you 
vastly increased processing speeds. And the 
systems are designed to grow economically with 
your needs for increased capacity. 

If you are interested in consolidated functions, 
find out more about these new IBM RAMAC 
systems. Call your IBM representative for details. 


All pertinent information for day- 
to-day operations is filed on the 
RAMAC discs—the heart of Con- 
solidated Functions: 

¢ General Ledger Data - Loan Records 
e Agents’ Records ~- Premium Rates 


¢ Dividend Rates - Dividend Records 
¢ Detail Policy Records 


DATA PROCESSING 
































Consolidated Functions with RAMAC 1OW 


Changes In The Field 


John Hancock 


The Black & 
Dowd agency at 
New York, whose 
principals are 
Crawford A. Black, 
president, and 
Robert V. Dowd, 
executive vice- 
president, has been 
appointed general 
agent. Mr. Black 
is also president of 
Cc. R. Black Jr. 
Corp., insurance 
brokers. Mr. Dowd 
started his life insurance career with 
John Hancock at Buffalo, where he 
was later named brokerage manager 


Crawford A. Black 





Robert V. Dowd 


Mordecai Gerson 


and, most recently, was assistant gen- 
eral agent of the Erickson agency. 
Robert E. Gladden, general agent at 
Grand Rapids, and Mordecai Gerson, 
supervisor of the Adams agency at 
Philadelphia, have been appointed 
general agents at Philadelphia. Mr. 
Gladden succeeds Albert C. Adams, 
who has retired after 35 years with 
the company. Mr. Gladden is a past 





writers Assn. and Grand Rapids Gen- 
eral Agents & Managers Assn. Mr. 
Gerson is a member of the Million 
Dollar Round Table. 





Robert E. Gladden 


Frank E. Clegg 


Frank E. Clegg, supervisor at Co- 
lumbus, O., has been named Mr. Glad- 
den’s successor. 


Mutual Of New York 


Neal D. Brubaker, manager at De- 
troit, has been transferred to Dayton, 


Bernard V. Cole, training assistant 
at the home office, has been named to 
succeed Mr. Brubaker. He has been 
assistant manager at Detroit. 

Rollin D. Koester, training assistant 
at the home office, has been appointed 
manager at Flint, Mich. He has been 
assistant manager at Toldeo. 


Constitution Life 
Two general agents have been 
named: Robert E. Foxe at San Fran- 
cisco and Chris Williams at San Jose. 


California-Western States 


Richard Biles, manager group sales 
at Los Angeles, has been named re- 
gional manager to succeed L. B. Van 


FeNATIONAL UNDERWRITER 





New powerful IBM RAMAC® 1401 and fro! 
1410 Data Processing Systems extend (01 
capabilities of random access accounting a 
The RAMAC concept of accounting cuts manual — vas 
filing and sorting requirements, and speeds every sys 
phase of policy and claims handling. With its you 
instant access to any information at any time, it I 
is the ideal system for consolidated functions. find 





assistant group manager there, re- 


places Mr. Biles as manager. 


Massachusetts Mutual 


Allan E. Kaplan, 
district manager at 
Jamaica, N.Y., has 
been appointed 
general agent at 
East Orange, N.J., 
to succeed John E. 
Gregory, who will 
devote himself to 
personal produc- 
tion. Mr. Kaplan 
is a founder and 
trustee of the Long 
Island CLU chap- 
ter. 


Allan E. Kaplan 


Northwestern National 


Walter J. Charlesworth has been 
appointed manager at Lincoln, Neb. He 
has been training and supervising new 
agents at the company’s midwest divi- 
sion. 


Guardian Life 


Melvin J. Berg 
has been appointed 
general agent at 
Fargo, N.D., where 
he was general 
agent for Western 
Life. He is vice- 
president of Fargo 
Life Underwriters 
Assn. and a direc- 
tor of Red River 
A&H Assn. 





Melvin J. Berg 


Mutual Benefit Life 


Mark C. Hammett has been ap- 
pointed district group manager at 
Memphis. He was formerly group con- 
sultant for Life & Casualty at Nash- 
ville and before that was group repre- 
sentative at Chicago and Nashville 


With IBM’s new RAMAC systems, you can store 
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New England Life 
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Don W. Parker 


Jefferson National Life 
Samuel Edlin and Daniel Lung 
have been appointed general agenfy, 
New Albany, Ind., and Miami, Fla, 
spectively. 
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Manhattan Life 


William J. Ham- 
mond has been ap- 
pointed general 
agent at Corpus 
Christi, Tex. He 
has been general 
agent there for 
Gibraltar Life, 


Southern Union in the cas! 
Life and Colonial Fae CLU. 
American Life. a Dr. Man 
William J. Hammond associate 
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has been assistant medical director of 


ranklin Li 
Franklin Life State Mutual Life since 1958. 


Life 












*24 Home Office Changes 222 ee Weshington National 
nento, pr Fuca vm — ot Deuienie Theo Heckel, vice-president in 
there, ; New England Life Million Dollar Round Table and was z : charge of group and a 36-year veteran 
5 J. : secretary-treasurer of the Lawrence Nationwide Life rast hin » has been elected to 
nS, genal : J. Keith Wil- (Kan.) Life Underwriters Assn. + Richard K. Wendt has been named : 






who §- liams, general : assistant actuary. He has been in the All American L&C. 
aP Poinie | | agent at Sacramen- Aetna Life actuarial department since 1954. James J. Mertz has been named vice- 
manga to, has been ap- George B. Krause, field supervisor ‘ president. He joined the company a 
onsultagy pointed to the new in the mortgage loan department, has Country Life year ago, having previously been vice- 
ne offic position of agency been appointed assistant regional man- Dr. Martin A. Compton has been president and comptroller of Continen- 
u management con- ager in that department. named associate medical director. He tal Assurance. 
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president of Sac- 
ramento General 
Agents & Manag- 
ers Assn. 
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Equitable Society 


Robert Brownell, management train- 
ng consultant, has been appointed 
pervisor of the management train- 
ng program, to replace Don Gorsline, 
ho has been named senior consult- 
nt with LIAMA. Mr. Brownell is a 
CLU. 

Paul M. King, cashier at San Diego, 
been appointed assistant manager 
in the cashier’s department. He also is 
la CLU. : 

Dr. Manual Rodstein has been named 
associate medical director. He was 
formerly in that position on a part- 
time basis. 
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Big mortgage. Could your client’s widow pay it off? A MONY 
Mortgage Protection rider added to the basic policy can help 
assure him that she’d have a home instead of a debt. 
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Changes In The Field 


John Hancock 


The Black & 
Dowd agency at 
New York, whose 
principals are 
Crawford A. Black, 
president, and 
Robert V. Dowd, 
executive vice- 
president, has been 
appointed general 
agent. Mr. Black 
is also president of 
Cc. R. Black Jr. 
Corp., insurance 
brokers. Mr. Dowd 
started his life insurance career with 
John Hancock at Buffalo, where he 
was later named brokerage manager 


Crawford A. Black 





Robert V. Dowd 


Mordecai Gerson 


and, most recently, was assistant gen- 
eral agent of the Erickson agency. 
Robert E. Gladden, general agent at 
Grand Rapids, and Mordecai Gerson, 
supervisor of the Adams agency at 
Philadelphia, have been appointed 
general agents at Philadelphia. Mr. 
Gladden succeeds Albert C. Adams, 
who has retired after 35 years with 
the company. Mr. Gladden is a past 
director of Grand Rapids Life Under- 





writers Assn. and Grand Rapids Gen- 
eral Agents & Managers Assn. Mr. 
Gerson is a member of the Million 
Dollar Round Table. 





Robert E. Gladden 


Frank E. Clegg 


Frank E. Clegg, supervisor at Co- 
lumbus, O., has been named Mr. Glad- 
den’s successor. 


Mutual Of New York 


Neal D. Brubaker, manager at De- 
troit, has been transferred to Dayton, 
O. 

Bernard V. Cole, training assistant 
at the home office, has been named to 
succeed Mr. Brubaker. He has been 
assistant manager at Detroit. 

Rollin D. Koester, training assistant 
at the home office, has been appointed 
manager at Flint, Mich. He has been 
assistant manager at Toldeo. 


Constitution Life 
Two general agents have _ been 
named: Robert E. Foxe at San Fran- 
cisco and Chris Williams at San Jose. 


California-Western States 
Richard Biles, manager group sales 
at Los Angeles, has been named re- 
gional manager to succeed L. B. Van 
Arsdall, who retired. William Pond, 


FieNATIONAL UNDERWRITER 





re- 


assistant group manager there, 
places Mr. Biles as manager. 


Massachusetts Mutual 


Allan E. Kaplan, 
district manager at 
Jamaica, N.Y., has 
been appointed 
general agent at 
East Orange, N.J., 
to succeed John E. 
Gregory, who will 
devote himself to 
personal produc- 
tion. Mr. Kaplan 
is a founder and 
trustee of the Long 
Island CLU chap- 
ter. 





Allan E. Kaplan 


Northwestern National 


Walter J. Charlesworth has been 
appointed manager at Lincoln, Neb. He 
has been training and supervising new 
agents at the company’s midwest divi- 
sion. 


Guardian Life 


Melvin J. Berg 
has been appointed 
general agent at 
Fargo, N.D., where 
he was general 
agent for Western 
Life. He is vice- 
president of Fargo 
Life Underwriters 
Assn. and a direc- 
tor of Red River 
A&H Assn. 





Melvin J. Berg 


Mutual Benefit Life 


Mark C. Hammett has been ap- 
pointed district group manager at 
Memphis. He was formerly group con- 
sultant for Life & Casualty at Nash- 
ville and before that was group repre- 
sentative at Chicago and Nashville 
for Provident Life & Accident. 





or True Group case. 


Guaranteed Renewable Policies Available! 


SELLING WORDS TO A BUYING PUBLIC 


National Casualty is constantly creating improved 
sales aids that will help you—the salesman— 
produce a higher percentage of sales. Thus 
National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise 























Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


REMEMBER—IT'S EASIEST TO SELL THE BEST! 
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Jefferson National Life 
Samuel Edlin and Daniel nde 
have been appointed general agenf; 
New Albany, Ind., and Miami, Fla, 
spectively. 


Manhattan Life 
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William J. Ham- cons 
mond has been ap- perviso 
pointed general progr 


agent at Corpus 
Christi, Tex. He 
has been general 
agent there for 
Gibraltar Life, 
Southern Union 
Life and Colonial 
American Life. ' sa 
William J. He 
Connecticut General 


James D. VanderWaal, director ; 
brokerage services at the Philadelphi 
branch office, has been  appointe 
manager of a new brokerage agen 
there. He has been district group man 
ager at Charlotte, N. C. 


Occidental Of California 


Edmund J. Krawczyk has been ap 
pointed general agent at Colorad 
Springs, succeeding Maurice Mitche 
who has been transferred to a simile 
post at San Francisco. Mr. Krawezy} 
has been with Metropolitan Life. 


Pilot Life 
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Nathaniel W. Po- 
lak, a member of 
the management 
development pro- 
gram, has been ap- 
pointed general 
agent at Tallahas- 
see, where he was 
formerly with Pro- 








tective Life of Ala- 
bama. 
Nathaniel W. Polal 
. P Henry | 
Bankers National Life | 4 ll 
Gary L. Blevins, general agent 4 nary agen 
Columbia, Mo., has been appoint regional b 
regional director of agencies there, 4 CLU. 
succeed Thomas Downs, whe has 
transferred to the home office. Mi 
Lincoln National — 
An item in the January 28 iss = 
: s 4 G. Carbor 
reported that Lincoln National ipa 
4 Ellis join 
had made a change in general age as assista 
at Scottsbluff, Neb. This was in é Mr. Wolfe 
Ivan F. Childs was and is geney .° 
Since 1949 
agent for the company there. 
Life & Casualty 
C. E. Lee, regional sales director] John J 
the Mississippi valley division, wi has been 
headquarters at Memphis, has be tary in tl 
promoted to district manager at Jac 
son, Miss. Bai 
Occidental Of Raleigh q Posy 
Alton Hawk has been named ™¥ tranctorre 
ager at Minden, La. same car 
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Equitable Society 


Robert Brownell, management train- 
ng consultant, has been appointed 
pervisor of the management train- 
ng program, to replace Don Gorsline, 
ho has been named senior consult- 
nt with LIAMA. Mr. Brownell is a 
CLU. 

Paul M. King, cashier at San Diego, 
been appointed assistant manager 
in the cashier’s department. He also is 
a CLU. 





on Dr. Manual Rodstein has been named 
| J. Hamand associate medical director. He was 
rly in that position on a part- 

eral formerly p 
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Republic National Life 


H. R. Hunke has 
been named vice- 
president and 
agency director. 
ifornia He joined the 
as been ay Company in 1958 
t Coloradj 2S agencies super- 
ce Mitchel intendent in the 


to a similq general agency di- 
. Krawezyl 
1 Life. 


vision. In 1959, he 
became assistant 
vice-president and 
general agencies 
director. 





H. R. Hunke 











Zurich Life 


} Arthur E. Benedetto has been ap- 
aipointed superintendent of underwrit- 
ing. He has been with Illinois Mid- 
MContinent Life, where he was in 
charge of policyholders service, policy 
issuance and underwriting. He has 
also been a claims adjuster of Travel- 
ers. 


Prudential 


iel W. Polal 

Lif Henry G. Wellins, division manager 
t€ | at Hartford, has been appointed ordi- 

_ agent 4 nary agencies training consultant at the 
appointq regional home office in Boston. He is a 

; there, ¥ CLU. 





» has bed 
ce. Midland Mutual Life 
| William H. Ellis Jr. has been named 


98 iss director of agency development and 
one G. Carbon Wolfe as EDP specialist. Mr. 
a agen Ellis joined Midland Mutual in 1956 
in err 8S assistant director of agencies and 
Mr. Wolfe has been with the company 
s genely 
+ since 1949. 





Travelers 


rector ft John J. Budds, assistant auditor, 
ion, wij has been appointed an assistant secre- 
has beq tary in the group department. 

at Ja 

Bankers National Life 


Thomas Downs, regional director of 
agencies at Columbia, Mo., has been 
transferred to the home office in the 
Same capacity. He is a member of 
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Home Office Changes 


Million Dollar Round Table and was 
secretary-treasurer of the Lawrence 


(Kan.) Life Underwriters Assn. «+ 


Aetna Life 


George B. Krause, field supervisor 
in the mortgage loan department, has 
been appointed assistant regional man- 


ager in that department. 


Franklin Life 


Arthur C. Cragoe has been named 
associate actuary. He has been with 
the actuarial department of Equitable 
of Iowa since 1950. 


Nationwide Life 


Richard K. Wendt has been named 
assistant actuary. He has been in the 
actuarial department since 1954. 


Country Life 


Dr. Martin A. Compton has been 
named associate medical director. He 
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Big family to protect. What would happen if something happens to him? 
His basic MONY Life Insurance policy plus a low-cost ‘ADD-ON’ rider can 
help guarantee his family an income while the children are young. 








Prggreens 
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has been assistant medical director of 
State Mutual Life since 1958. 


Washington National 


Theo Heckel, vice-president in 
charge of group and a 36-year veteran 
of the company, has been elected to 
the board. 


All American L.&C. 


James J. Mertz has been named vice- 
president. He joined the company a 
year ago, having previously been vice- 
president and comptroller of Continen- 
tal Assurance. 


Big mortgage. Could your client’s widow pay it off? A MONY 
Mortgage Protection rider added to the basic policy can help 
assure him that she’d have a home instead of a debt. 








Big education needs. Tuition costs are high—and will prob- 
ably go higher in the future. ‘ADD-ON’ can help assure 
money for his children’s college education, in case he dies. 


MONY’S ‘ADD-ON’ APPEALS TO YOUNG PROSPECTS 
WHOSE LIFE INSURANCE NEEDS ARE BIG (ener) 


Big responsibilities often take so much 
of a man’s current income that he 
finds it difficult to get all the life in- 
surance protection he needs right now. 

MONY’s ‘ADD-ON’ Life Insurance 
appeals to people like that. Here’s 
how it works: You sell your client a 
basic MONY policy, one that builds 
cash value for him. (There’s a dis- 
count if the face value is $5,000 or 
more.) At the same time, you add on 
low-cost ‘ADD-ONs’ that can give him 
the extra protection he needs right 
now at a price he can afford. 


‘ADD-ON’ decreasing term riders can 
give 4 and often 5 times as much 
immediate protection as the basic 
policy provides. 

What’s more, in most cases the 
‘ADD-ON’ can be converted into per- 
manent insurance. ‘ADD-ON’ keeps 
the door open for repeat sales that 
build big commissions. 

Find out how ‘ADD-ON’ can give 
big protection at low eost. Send cou- 
pon for free booklet. The Mutual Life 
Insurance Company Of New York, 
New York, New York. 












































a —<———— 
MONY, Dept. NU-261 
Broadway at 55th St. HOW 
New York 19, N.Y. ‘ADD-ON’ 

EQUALS 

Please send me___ PROTECTION 
copies of free book- PLUS 
let showing how 
‘ADD-ON’ can give ll 
my clients big pro- 
tection at low cost. 
Name 
Address 
City Zone. State. 
Brokerage name 








Morvan 0- New York 


LIFE, ACCIDENT & SICKNESS, GROUP INSURANCE, PENSION PLANS 


¢ SALES AND SERVICE OFFICES THROUGHOUT THE UNITED STATES AND IN CANADA 
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Replacement Problem Gets Thorough Going Over At Saratoga Meet 


(CONTINUED FROM PAGE 1) 
in 1959 got some recommendations 


from a man who called himself an 
estate planner, but who “apparently 





B. T. Newton Jr. J. Harry Wood 


had no pride of authorship” since his 
name appeared nowhere on his recom- 
mendations. 

Financed insurance was being pro- 
posed in this case, with the existing 
Northwestern Mutual coverage being 
placed on the paid-up basis. Yet if 
the policyholder had wanted to use the 
financed insurance principle, he could 


HteNATIONAL UNDERWRITER 


have borrowed against his existing 
insurance instead of buying new, Mr. 
Baird pointed out. 

After outlining a number of other 
cases, Mr. Baird emphasized that they 
were by no means unusual. He said 
the need for solutions is a challenge 
to the agent, to field management, to 
the home office losing the policy, to 
the policyholder suffering loss, to the 
state insurance department and to the 
prosecuting authorities. 


November Discusses Mathematics 


The mathematics of replacement 
was discussed by William J. Novem- 
ber, vice-president and actuary of 
Equitable Society, who got quite a 
laugh for his introductory comment 
that he didn’t want to be like the 
actuary who was so dull that even 
other actuaries noticed it. 

Mr. November said that as far as the 
mathematics is concerned, the replace- 
ment of an old policy by a new one 
is an expensive procedure to the pol- 
icyholder no matter when it occurs. 

“If the policyholder nevertheless 
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GUARANTEED INSURABILITY RIDER 


Here’s a product with high merchandising potential. 


Let’s look at one example: 


You sell a $2,000 Junior Thrift Builder with a 


G.I. Rider. At age 21, 


jumps to $10,000. Beginning at age 25, the insured 
can exercise his option — every three years until 
age 40—to buy an additional $10,000 of perma- 


nent insurance. At age 


as much as $70,000 of permanent life protection 
—all purchased without regard to health or occu- 


pation, and at standard 


The juvenile market is just one merchandising area. The 
G.1.R. is also a natural for doctors, dentists, interns, 
college students and young executives. 


For more details, see your 


or write us here in Worcester, Massachusetts. 
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BY STATE MUTUAL 






STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 
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his insurance automatically 


40 he could have a total of 


rates. 


nearest State Mutual office 





finds it advisable to make the replace-. 


ment, it will have to be for reasons 
other than the mathematics of the in- 
surance system,” he said. “An in- 
evitable loss arises because of the dup- 
lication of the expenses of acquiring 
a policy to which the policyholder ex- 
poses himself when he goes through 
the process twice and still has only 
one policy.” 


Blurred But Still There 


This double acquisition cost is very 
evident when the switch is in the 
same company, though the picture be- 
comes a bit blurred when the buyer 
goes from one company to another. 
A shift from a high-cost company to 
a low-cost company may make the 
new policy look better, but the es- 
sential situation is still the same, said 
Mr. November. 

Like Mr. Baird, Mr. November 
stressed the point that the insured who 
is thinking of surrendering a policy to 
buy financed insurance can do better 
by borrowing against his present in- 
surance. 

“Interest will be required on the 
loan, but after taking account of its 
tax deductibility, the resulting net out- 
lay for the initial amount at risk will 
very generally favor this procedure as 
against taking out a new policy,” he 
said. “We have feund this to be true 
even when comparison is made with a 
new policy of our own on the current 
favorable premium basis for policies 
in the $10,000-and-over class. 


Self-Insures At Older Ages 


“Another line of apgument built into 
these replacement programs is that the 
funds accumulated through the invest- 
ment of the cash values and ‘eman- 
cipated’ premiums make the continu- 
ance of insurance unnecessary at the 
high ages. It is anticipated that these 
funds will be sufficient to protect the 
policyholder’s family in case of death. 
Maybe so. But maybe not. If the pol- 
icyholder falls for this, he should real- 
ize that he has become his own in- 
surer for those later years. He has 
given up the certainty of protecting 
his family through a life insurance 
policy for the uncertainty of the mar- 
ket. May he keep his peace of mind 
as the years progress! 

If the policyholder believes he will 
be better off with the financed in- 
surance arrangement, it is possible to 
show him that it is not necessary for 
him to surrender and a good way of 
doing this is to make cost comparisons 
between existing and proposed in- 
surance with the policy loan costs 
omitted, since they are not unique to 
the replacing policy. By simplifying 
the presentation in that way, Equit- 
able has been able to bring out more 
effectively the fact that the cost of 
the insurance is lower in the original 
policy than in the new one, said Mr. 
November. 


‘Actually An Illusion’ 


“A second point that can be brought 
out,” he said, “has to do with the 
tax deductibility of the interest paid 
on the accumulating loan to pay pre- 
miums. This is usually a feature of 
these presentations, but in a replace- 
ment situation the supposed tax de- 
ductibility of the loan interest is actual- 
ly an illusion, since the cash value of 
the surrendered policy is at the same 
time producing income that offsets the 
loan interest when the policyholder 
figures up his taxable income. It is 
a cruel illusion, because the policy- 
holder has lost the benefit of the favor- 
able tax treatment accorded by Con- 
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gress to the interest accumuiationg | 
life insurance policies.” 

‘The heavily increasing lapse 
surrender rates in recent years, wy 
can only be attributed to incre 
replacements, were discussed by 
Harry Wood, president of Home Jj 
of New York and until recently y 
aging director of LIAMA. For gy 
years it has been known that figy 
on unemployment and personal sb 
ings are extremely accurate predic, 


































of lapse and surrender rates. The ch jointed ou 
correlation, beginning with 1953, hlient who 
been getting less close, LIAMA stat yally win 
ticians have observed. hat chaos 







Was 19.8% vs 15.5% 












Specifically, the unemployment ey shoul 
personal savings data, if the pre-ig¢ penever | 
correlation had held good, would hay ight save 












called for a lapse rate in 1959 4 
15% %. The actual rate was 19.8%. jjWas Comp! 
means that in 1958, the number @ “He con 
policies lapsing during the first tyr the y 
years following sale was 20% monlagency we 
than it should have been on the basifof this ty] 
of this long-proven relationship. client just 
In the same way, policies surrender. ing policy 
ed after being in force for two yeaplagency rei 
or more were 2.2% for each of thel might indic 
years 1950-53. In 1959 the rate haj “About 
grown to 3.7%, a 68% increase. This|omplaint 
means that some $5 billion more orlihat one 0 
dinary insurance in force two years qlexisting p: 
more went off the books during 19 prised to 
than would have gone off had thelonly are v 
old 2.2% figure continued in effect. |free from | 
It’s obvious, said Mr. Wood, thattnat the fie 
some new factor, other than economiclinvolved w 
conditions, came upon the scene inland comp! 
1953-54 and has been operating, per-jmanager tc 
haps increasingly, ever since. If this]He told m 
“something new” was replacement, itlworked ou 
would be logical to expect that theloular insta 
termination rate of policies with value profit by d 
would be affected more than the lapse}puying our 










































rate of policies without value—and| “As a n 
that is what has happened. a whole lc 
Quotes Home V-P tear this c 

manager 1 


Lookirig beyond question of whether}inat had b 
in an individual case it may or may},rlier, an 
not be to the policyholder’s interest}pere wou 
to replace existing insurance, Mr. Wood|jield unde 
quoted Home Life’s vice-president for]ihe same 1 
sales, John H. Evans, as follows: instance. 

“During my first year as a manager, 

I received a complaint from a chap|*#tirely N 
who said that one of my men was} “This se 
attempting to replace a policy which|approach < 
had been in force either six months /He told m 
or a year by a Preferred whole life looked at 
policy of the Home Life. he felt thi 

“I got together with my field under-|that a mai 
writer and he admitted he was trying/buy anoth 
to replace the policy, but he had pre-|should do i 
pared figures that showed the loss|vert, and ] 
which this man might suffer immedia-|that field u 
tely would be more than made up over|will ever 
a fairly short period by the lower|again. 
premium and better net cost of our} “You ar 
Preferred policy. easy to pr 

“Frankly, I also was fairly well sold|seem to in 
that from the viewpoint of dollars andjent policy 
cents this man might be better offjsense. Mos 
to drop his present policy and take/comparisor 
ours, and I called this other fieldjis fairly c 
underwriter and arranged to go downja policy-o 
to talk to him about it. He was a maniing on to 
who had been in the business a g004]starting o1 
many years and he _ proceeded to the life ir 
give me a Dutch-uncle talk regarding managers 
the situation. panies mu 


will once 
Agreed On Cost Aspect the life in 


“He agreed completely with me thatjowns, and 
as far as the figures were concerned, underwrit 
this man could drop his present policyjthat I sol 
and buy ours and come out ahead, but Ethical Ca 
he went on to say that that was not 
the big problem. The big problem wa] “Undoul 
that we had unsettled this man’s mindjmany prof 
about the perfectly good policy that ess. The 
he had, and he now had the idea that/don’t think 
life insurance policies in some com- conver’ 
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nuiationsfanies were better than others and 
at perhaps from this point on, in- 







lapse alltead of buying a policy and sticking 
Cavs, whidvith it, he might be forever shopping 
> incre, see how he could do better. 
ssed by «As this other field underwriter 
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iAointed out, a year from now someone 










ently malerom some other company might come 
_ For shiong with another illustration and show 
that figunat if the man dropped our policy 
rsonal syfind bought this new one he could 
> Predictyfnce again come out ahead. He 
S. The chgointed out that not only would a 
1 1953, hdjient who continued to do this even- 
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vally wind up in trouble, but also 
yhat chaos would result in our busi- 
mess if the life insurance buying pub- 
lic generally became convinced that 
Yment a¥iney should drop existing insurance 
le pre-l§if~henever it seemed that a new plan 
VOuld hadmight save them a few dollars. 
cent J Was Completely Convinced 
number ,f “He convinced me completely, and 
» first tuifor the years that I managed our 
20% monlagency we never had another situation 
n the basifof this type. I sold my men that a 
nship. |ajent just couldn’t replace an exist- 
Surrende.jing policy with a new one in our 
two yeanlagency regardless of figures which 
ach of thelmight indicate otherwise. 
rate hal “About five years ago, we had a 
rease. This|omplaint from a field underwriter 
More or-|ihat one of our men was twisting an 
O years orlexisting policy. Frankly, I was sur- 
uring 196) prised to hear about it, because not 
f had thelonly are we as a company singularly 
n effect. free from such complaints but I knew 
Vood, thatlthat the field underwriter and manager 
1 economiclinvolved were good life insurance men 
scene injand completely ethical. I called this 
iting, per-|nanager to get the details on the case. 
-e. If thislHe told me that figures had all been 
cement, itlvorked out showing that in this parti- 
, that thelcular instance the policy-owner would 
with value profit by dropping the other policy and 
| the lapse/puying ours. 
‘alue—and] “As a matter of fact, he sent me 
awhole lot of figures that seemed to 
bear this out. I proceeded to give this 
manager the same Dutch-uncle talk 
that had been given me several years 
earlier, and pointed out what chaos 
there would be in his city if every 
field underwriter up there had taken 
the same tack as our man did in this 
instance. 


Entirely New Approach 


“This seemed to be an entirely new 
approach as far as he was concerned. 
He told me frankly that he had never 
looked at it in that way. He said that 
he felt that any time figures proved 
that a man could drop one policy and 
buy another and come out ahead he 
should do it. I know that I made a con- 
vert, and I am quite sure that neither 
that field underwriter nor that manager 
will ever be involved in such a case 
again. 
“You and I know that it is fairly 
easy to present a proposal that would 
seem to indicate that dropping a pres- 
ent policy and buying a new one makes 
sense. Most of the time an incomplete 
comparison is shown, but even if it 
is fairly complete it’s not hard to get 
a policy-owner enthused about latch- 
Ing on to a bundle of cash and then 
starting out anew. It seems to me that 
the life insurance companies and the 
managers of life insurance com- 
panies must inaugurate programs that 
will once more stress the sanctity of 
the life insurance policies that a man 
owns, and sell the idea that the field 
underwriter sold to me and the one 
that I sold to our field underwriter. 
.ead, but 


wae a Ethical Can Be Converted 


lem was] “Undoubtedly, there are a great 
n’s mind/Many professional twisters in our busi- 
icy thatitess. There always have been and I 
dea that}don’t think anybody is going to be able 
ne com-\'0 convert them. But there are also 
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at the same time good, honest, ethical 
life insurance men who believe that 
the interests of their clients come first 
and that any time the client can be 
shown a better proposition, he should 
be presented with it, even though it 
means the termination of present life 
insurance policies. 

“I believe that they could be sold 
on the over-all harm that is done to 
policy-owners as a group and to life 
underwriters as a group and that their 
thinking would be changed just as 
mine was years ago.” 


Comparisons Can Change 

Mr. Wood added that net cost com- 
parisons can change from time to time 
between companies; furthermore, they 
often depend on such factors as the 
number of years used, the use of an 
annuity option at retirement, etc. 

“In other words, many of the figures 
used on a certain day will not be ac- 
curate tomorrow,” he said. “The policy- 
holder doesn’t realize this, but the 
salesman should. Furthermore, that the 
comparison not only is incomplete but 
often cannot be made complete unless 
numerous assumptions are made is a 
fact completely unknown to the policy- 
holder, but is well known and under- 
stood by both the replacing agent and 
the company.” 

Mr. Wood offered these suggestions: 

1. Treat all policyholders fairly, the 
old as well as the new. To the extent 
that it’s administratively feasible, give 
policyholders the option of adding “im- 
provements” to their old policies 

2. Treat other companies and their 
agents fairly. The question as to re- 
placement should be on the front page 
of the application, so the statement will 
be signed by the applicant. The com- 
pany about to lose the business should 
be notified. 

3. Treat the public fairly. This would 
mean paying no commissions on busi- 
ness replaced in the same company. 
This step requires courage, because 
there is some evidence that it would 
drive business underground to other 
companies. 


Treat Field Fairly 


4. Treat your own field force fairly. 
Fight for your agent’s business, “even 
to the point of raising hell with the 
other company, agent and manager on 
specific cases.” Put a letter in all pre- 
mium notices, or at least send it to 
every policyholder who is making a 
loan, lapsing or terminating. Mr. Wood 
suggested a form of letter pointing out 
the possibilities of loss in a switch and 
urging the policyholder to demand a 
signed statement from the replacing 
agent. 

5. Treat the industry fairly. “If one 
of our own agents is being hurt and 
if one of our own policyholders is 
being hurt, why should we hesitate 
to file charges with the insurance com- 
missioner against the culprit, even 
though he is an agent in your agency 
or in your company? 

‘Renew Your Faith’ 

Mr. Wood closed with an exhorta- 
tion to “renew your faith in perman- 
ent life insurance each and every day. 
This statement is not a sign of weak- 
ness, because faith is not something 
permanent if nothing is done to shore 
it up when the storms are constantly 
going on around it.” 

Discussing the legal remedies avail- 
able against unwarranted replacements, 
Carlyle M. Dunaway, general counsel 
of NALU, made these suggestions: 

1. Continue to intensify efforts to 
get the insurance departments to do a 
better enforcement job. 

2. Work for laws or regulation, which 
a few states already have, requiring 
that all proposals be in writing and 


be left with the prospective buyer. 

3. Local associations can do much 
to ride herd on the replacement prob- 
lem by intensifying their efforts to 
discipline members, even though they 
can’t police all agents. 


Develop Educational Program 


4. Develop some sort of educational 
program beamed to all policyholders. 
One association uses a card explain- 
ing that it is usually unwise to sur- 
render a policy and replace it. 

5. Managers and general agents, 
along with the home offices, have a 
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greater potential for acting on the re- 
placement problem. 

The problem is not easy, said Mr. 
Dunaway. It requires conscientious and 
hard work. 

Blake T. Newton Jr., executive vice- 
president of Institute of Life Insur- 
ance, called upon the entire life in- 
surance business to undertake an im- 
mediate three-pronged attack on re- 
placement. He suggested that “we drop 
our frequent habit of intramural snip- 
ing, and constitute ourselves a com- 
mittee of the whole—field, home office 

(CONTINUED ON PAGE 28) 
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HteNATIONAL UNDERWRITER 


Mitchell Reply To Defense Of Halsey Josephson’s Book 


(CONTINUED FROM PAGE 2) 
ident when the sentence is read in its 
context.) 

. refinements which they glibly 
describe as the essency of ‘equity.’” 

; the unrestricted right to illus- 

trate dividends on the basis of nothing 
more than fantasy... .” 

“|. . strange ability to equate un- 
related things.” (This was ascribed to 
a company actuary testifying at a New 
York department hearing.) 


“Stripped of its ‘equity’ adornments, 
it stands exposed .. .” 

“This gem. . .” (Referring to a state- 
ment by a company.) 

“|. it (the hearing) had its share 
of hogwash.” 

“. the ‘equity’ screamers and the 
hell-bent-for-volume boys — 

“Its (the New York department’s) 
surrender was abject and ignoble.” 

“ .. the actuarial wonders that 
‘equity’ performs.” 


“... As if to underscore its care- 
lessness [the National Assn. of Insur- 
ance Commissioners report] misspelled 
the plaintiff's name.” Readers may 
wonder what is underscored by the 
Josephson book’s reference in at least 
four spots to Robert E. Dineen as ‘“‘Rob- 
ert A. Dineen,” to J. Owen Stalson 
as “Owen J. Stalson,” and to Haughton 
Bell as “Houghton” Bell. 

Obviously Mr. Dretzin doesn’t be- 
lieve that the foregoing specimens 
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qualify as sneers. and/or wis=-crag, inst t 
I still do. I also regard some or all nium gré 
them as “sarcastic jibes.” “jy enacté 

Incidentally, I den’t regarc sneef ance ju 
wise-cracks or sarcastic jibes as , wever, if 
tracting from the book. They add neg ou grada' 
ed sparkle to an otherwise straigh eause it ré 
forwardly serious book. They are gip ider payir 
ply not a substitute for reasoned arg “emis w 
ment as a means of persuading reade, ws that it 
to espouse the author’s cause. ile to ask 


‘Loaded’ With Factual Support 


Mr. Dretzin states that the book ; wna 
“loaded throughout” with “factyf” 
support” of Mr. Josephson’s opinig 
that premium gradation by policy gi It’s no ar 
violates the anti-discrimination lay; age iS SI 
I am sorry that he didn’t cite even of ding by 
instance of this “factual support.” [fot ental 
have looked hard for it, and I hayelcyming th 
been unable to find it. Of course, ; een spellec 
may be that Mr. Dretzin and I don; 
use the same definitions of “factyg io Injustice 
support.” 

It’s true that Mr. Josephson quotes Till 
a number of persons who are entitle, necessé 
to be listened to with respect. But not om polic; 
one of them is quoted as saying any.}, a 
thing like “I am convinced that pre. oA what n 
mium gradation violates the anti-bs that t 
discrimination law, and here. are my }, pay more 
reasons for believing so.” Pp Stank 

For example, he quotes an eminent ed former 
actuary as saying—in 1919—that “there vere not g 
are legal restrictions against varying The sam 
the rate in accordance with the size compa! 
of the policy.” Time proved this state- Fteetn I 
ment erroneous—just as time proved | dless of 
wrong the many scientists who of-f. al syster 
fered convincing proof, in the 19th cen- rding to < 
tury, that it was impossible to build a i to pa) 
heavier-than-air-man-carrying ma-fiys syste 
chine that would fly. Now that graded }.44 previot 
premiums are accepted in all jurisdic- tied subsit 
tions and airplanes are flying all over 
the place, it would seem more char- |es PR H 
itable not to dredge up old statements Mr. Jose 
that planes can’t fly or that legal re- ; 
strictions prohibit premium gradation. . weeds 

Mr. Josephson also cites the early er acide 
use of “specials” with  super-select lor the bu: 
underwriting as being a tacit admis-| ot and 
sion that any other mode of grading ee politic 
premiums would tangle with the anti- n't there 
discrimination law. But it seems idle ius public 
to attach any significance to these ting to m 
former fears now that insurance de- oremiums ; 
partments have accepted across-the- tead of cl 
board premium grading. 
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Was Correct—Then ast crack 
, ce pybody w: 
Again, a former New York insur Mr. Dre’ 


ance superintendent is quoted as say- Ihink that 
ing he’d been unable to find that the }. “ee 
department had ever held that the pall ee 
rough division of buyers into large and it own i 
small had ever been held to create a being . 
different classes under the law for two “evils? 
dividend purposes. But the fact is that isis end 
the department later did hold such ie ond 
divisions to be proper. Mr. Josephson bs a of t 
can hardly contend that department > cceigpealinn 
decisions are in accord with the law lifestey 2) 
only when they agree with him and Becaion 
not otherwise. eens hat 

The book quotes a New York de- ior enywa: 
partment principal actuary to much aibiants 
the same effect as the former super- 
intendent—but the actuary’s statement 
was made before the department le- 
galized premium grading, so what point 
is there in citing it, except for p0s- 
sible historical interest? 

Mr. Josephson notes that although 
approval for graded premiums came 
promptly from the vast majority of 
states, six states disapproved initially |* 
but quickly approved on reconsidera- 
tion. This he attributes to the influ- 
ence of a National Assn. of Insurance 
Commissioners report, which he at- 
tacks with great vigor. 

But regardless of whether graded 
premiums violate the law or not, its 
pretty clear that Mr. Josephson would 
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Wis<-crachl inst them on principle even if 
me or all @smium gradation had been affirma- 

enacted into the laws of every 
Barc: snewf ance jurisdiction in the country. 
jibes as g owever, if it is contended that pre- 
*Y add neg ym gradation is wrong in principle 
ise Straigh[ use it results in the small policy- 
ley are sin ier paying more than he would if 
soned argfiwniums were averaged, then it fol- 







Jing reade, 





ws that it is just as wrong in prin- 









ait. iple to ask the older insurance buyer 
port » pay more, as he must when pre- 

ums are graded according to age, 
a book j nan he would under the leng-ago sys- 
h “fae ibm of charging the same premium 





n’s OPininf gardless of age. 

"Policy sixf tvs no answer to say that grading 
‘ation law}. age is spelled out in the law and 
te €ven onbeading by size is the result of de- 
support,” [[.tmental interpretation, for we’re 
and I havluming that premium gradation has 
F course, i sen spelled out in the law. 

ind I don't 

of “factug ie Injustice Done 


In that connection, Mr. Josephson 
‘SON quoteshoms convinced that premium grada- 
ire entitled ion necessarily takes away from the 
ct. But not}, all policyholder to make possible 
ayIng any-fe saving to the large policyholder. 
that pre-B what makes it seem that way is 
the anti-f.¢ that the small policyholder has 
re. are my}, pay more than he would if he were 
_ till enjoying the partial subsidy he 
in eminent fies formerly getting when premiums 
that “there ere not graded by policy size. 
st Varying} The same effect would be evident 
a company that had been charging 
bh uniform rate to all policyholders re- 
ne Proved bardless of age were to change to the 
a of- al system of grading premiums ac- 
fs i ording to age. The older buyers would 
e 4 fave to pay more than under the pre- 
Ng mMa-tious system—but only because they 
‘at graded bq previously been getting an unjus- 


| jurisdic- fitieg subsidy from the younger buyers. 
g all over 


ore char- fees PR Hazard 


ioe Mr. Josephson stresses the point that 
radial premium gradation, which makes small 
th is early policyholders pay according to their 
venue wost incidence, is bad public relations 
t eden. for the business. But in view of the 
> ._|geat and rapidly increasing number 
ad political power of older people, 
., {n't there perhaps a much more seri- 
ws public relations danger in contin- 
ling to make the older buyers pay 
~ fremiums graded according to age, in- 
stead of charging all policyholders a 
miform rate regardless of age? (That 
ast crack is a sarcastic jibe, before 
. ina ynybody writes in taking me seriously.) 
as say- Mr. Dretzin to the contrary, I still 
that the fhink that premium gradation—includ- 
hat the |28 of course the specials—is Mr. 
.rge and losephson’s main target, in the sense 
we 4 of being given priority in his book and 
law for (2 being the door-opener for the other 
t is that wo “evils” he discusses, terminal div- 
a enh idends and high early cash value pol- 
sephson lies, and more importantly in the 
artment |*2S€ of being something that would 
the law {use vastly more disruption in the 
inn onl industry should he be successful in his 
campaign to abolish it. Terminal div- 
idends have never been a major mat- 
ter anyway, and high early cash value 
contracts were greatly curtailed by 
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Dretzin Defends Josephson‘s Book 


(CONTINUED FROM PAGE 2) 

self. Perhaps, though, you favor these 
things only because so many compa- 
nies have adopted them and you won’t 
tolerate any attack on a sacred cow. 
Whatever the reasons, you have the 
right to disagree. But why drag in your 
irrelevancies. Is it necessary, as you 
suggest, to go to court before one may 
be of the opinion that premium grada- 
tion by size violates the anti-discrim- 
ination law? Is it necessary to point 
to “monkey-business” before one may 
oppose premium gradation? And if it’s 
factual support of his opinion you’re 
asking for, the book is loaded through- 
out with it. 

I wonder how carefully you read the 
book. You say the book “hits bank- 
loan plans’”’ when in fact I find nothing 
in it about financed life insurance. 
You say the main target he is aiming 
at is premium gradation. Of course, 
that just isn’t so. The main target 
clearly is discrimination. Premium 
gradation is merely one link in the 
entire chain of discrimination. The 
others—specials, terminal dividends, 
minimum deposit—were just as clear- 
ly and forcefully presented. You speak 
of “unsupported opinion” when the 
book is highly documented with sup- 
port from life insurance company of- 
ficials, state insurance department 
commissioners, and others. 

‘Only Voice In Industry’ 

Halsey Josephson is, and has been, 
the only voice in our industry who 
has dared to talk up for the things he 
believes in; things some companies and 
our industry have often preferred to 
sweep under the rug. He has always 
spoken boldly. Frequently his bold- 
ness may have been unwise; more 





New York’s regulation 39. But graded 
premiums pervade the industry, and 
their abolition would be cataclysmic. 
Not ‘Bank Loan Plans’ 

Mr. Dretzin is of course correct in 
saying that the book does not oppose 
“bank loan plans.” “Bank loan,” “fi- 
nanced insurance,’ and “high cash 
value” have become pretty much in- 
tertwined, but it is only the high cash 
values that Mr. Josephson inveighs 
against. 

As I indicated in my review of Mr. 
Josephson’s book in the Feb. 11 issue, 
I hope many people will read the book. 
It has the rousing emotional impact of 
a coach’s between-the-halves fight 
talk, so perhaps it’s unfair to look for 
closely reasoned argument. Anyway, 
when the leading general agent of a 
leading company thinks enough of the 
future of the business he’s in to write 
a book about what he sincerely con- 
siders a serious menace, it should be 
read by both the friends and foes of 
what he’s attacking—if only so they 
can judge for themselves what influ- 
ence the book may be expected to have. 
“Discrimination” is published by Wes- 
ley Press, 157 West 57th Street, New 
York, at $5. 
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COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
in renewals over the next six years. If you want more infor- 
mation on how to ster --p to your own Agency, contact—David 
G. Hunting, C.L.U., Agency Vice-President. 
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often than not, unpopular. As his close 
friend, and surely his severest critic, 
I would be the first to say that from 
time to time, perhaps, he may have 
been more sarcastic than was neces- 
sary. He is an iconoclast, and if in his 
ardor for destroying false images he 
found it compelling to dip his pen into 
acid, I found his slight indiscretions 
unimportant in view of the validity 
and sincerity of his observations. If at 
times he did resort to the jibe or jab, 
it probably went unnoticed by those 
in agreement with his thinking. Those 
who are for keeping the old order are 
far more ready to attack his style than 
content. 


Says Sting Is Absent 
I’m inclined to believe you may have 


been criticizing him for previous sins, ° 


previous disagreements, since in this 
piece of work there was almost a total 
absence of sting. 

His “Discrimination: A Study of 
Recent Life Insurance Developments,” 
which you treated so lightly and scorn- 
fully, is a sober and responsible ex- 
ploration of a revolutionary period in 
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life insurance history, enormously and 
carefully researched. It brings into the 
open much that had previously been 
blurred and buried. What it says may 
not win any popularity contests among 
life insurance companies, but it is sure 
to stimulate the thinking of a large 
segment of the insurance industry and 
may have a greater effect on the fu- 
ture of life insurance than even the 
author realizes. ; 

However you and I may disagree on 
your appraisal of Halsey’s book, I am 
glad that you, too, think everyone in 
the life insurance business should 
read it. 


Pacific Mutual's Rolfsness 
On Top Once Again 


For the third consecutive time Rob- 
ert K. Rolfsness, Seattle agent of 
Pacific Mutual Life, has earned the 
company’s man of the year award. No 
other member of the company’s field 
organization has ever equalled that 
achievement. 

Mr. Rolfsness is a 13-time winner 
of the industry’s National Quality 
Award, and a member of the Million 
Dollar Round Table. 
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“Our Rate Book Bulges With 
17 DIFFERENT Time-Loss Plans 


With 17 separate approaches to time-loss coverage, 
Occidental has a program to fit every known need. 


Occidental developed this complete, well-rounded 
line by recognizing the buyer's needs, then acting to 


EXAMPLE: Many time-loss prospects wanted 
something more than a Commercial plan, but 
couldn't afford Non-Can. So Occidental last year 
stepped in with a new policy series— 
GUARANTEED RENEWABLE TO AGE 65. 


( We renew this series to the buyer’s 65th birthday. 
And at a rate much lower than Non-Can! 
No premium increase, except on a class basis. ) 


Maybe our Guaranteed Renewable line is just 
what your buyer wants. 


Or maybe it’s Non-Can. Or Commercial. Perhaps 
it’s tailor-made. Or special package. But whatever 
his needs, one of our 17 plans will do the job! 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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FieNATIONAL UNDERWRITER 


Editorial Comment 


Procrustean Bed For 


State regulation of interstate insur- 
ance transactions, ever since the 
Southeastern Underwriters Assn. de- 
cision, has existed only at the pleasure 
of Congress. Fortunately the McCarran 
act, in which Congress laid down the 
conditions under which the _ states 
might continue to regulate interstate 
insurance, left quite a lot of latitude 
to the framers of state laws governing 
insurance. Nothing in the nature of a 
prescribed state code was spelled out 
in the McCarran act. 

Now, however, there appears to be 
an aggressive effort in that direction. 

What could be the entering wedge is 
the proposed revision of the District 
of Columbia insurance rating law. The 
bill recently introduced would consci- 
ously and deliberately make the re- 
vised rating law the expression of 
Congress’s ideas of what a rating law 
should be. If this approach is success- 
ful, it would pave the way for Con- 
gress to see that the District of Co- 
lumbia insurance law further reflects 
congressional thinking—particularly 
as respects what Congress might con- 
ceive to be deficiencies in the general 
run of state insurance laws. 

In his remarks in introducing the 
District of Columbia rating law re- 
vision bill in the Senate, Chairman 
Kefauver of the anti-trust and monop- 
oly subcommittee emphasized the im- 
portance of the District of Columbia 
law as a bellwether for state legisla- 
tion. 

“The anti-trust and monopoly sub- 
committee,” he said, “has completed its 
study of the rate problem, and its 
declarations will be watched with 
considerable interest by all the states. 
Therefore to correct only the obvious 
inadequacies of the law and to ignore 
others merely because complaints have 
not arisen would be a plain breach of 
our duty. 

“What we are proposing here is a 
basic revision of the approaches to the 
regulation of rates adopted by the 
states and for the District of Columbia. 
The impact of such a law will be 
great, since it will represent the first 


The States? 


expression by the Congress of its in- 
tentions concerning the kind of rate 
regulation which conforms most close- 
ly to the purposes of the McCarran 
act.” 

Delete the references to rate regula- 
tion and substitute any other regula- 
tory area in which Congress could be 
deficient, and you have a fair idea of 
what could be the consequences of 
passing the Kefauver proposal. 

Does Congress find certain state 
laws so loose that they do little to dis- 
courage shady operators? Pass a tight 
law for the District of Columbia and 
warn the states that failure to have 
as good a law will be interpreted as 
not meeting the McCarran act’s re- 
quirements. Is another state so tough 
in its admittance requirements that its 
laws could be construed as an unrea- 
sonable barrier to interstate commerce 
in insurance? Amend the District of 
Columbia law to reflect what Congress 
thinks are reasonable admittance re- 
quirements, and then put the tough 
states on notice that going beyond the 
D.C. model will be regarded as undue 
balkanization of the insurance busi- 
ness. 

Can Congress be persuaded by big 
corporations that restrictions like the 
20/40 group life limit are far more to 
the benefit of the life companies and 
their agents than in the public inter- 
est? However wrongly based its belief 
may be, Congress can change the 
situation by amending the District of 
Columbia law to prohibit any limits 
except those a company may set for 
itself on the basis of sound underwrit- 
ing considerations. 

No one would suppose that the Dis- 
trict of Columbia insurance law would 
be set up as the model which the 
states would have to follow in all 
particulars, on pain of being declared 
to have forfeited the special dispensa- 
tion of the McCarran act. But the at- 
titude expressed by Sen. Kefauver in 
introducing the rate regulation bill 
gives a pretty good idea of what can 
happen with any other aspect of the 
interstate insurance business where 


something that Congress considers to 
be of real importance is involved.— 
R.B.M. 





Deaths 


WILLIAM O. BURNS, 62, retired 
vice-president of Western & Southern 
Life, died at his 
home in Lebanon, 
Ind., where he 
moved six years 
ago. He started as 
an agent with the 
old Public Savings 
Life at Lafayette, 
Ind., in 1925. In 
1927, Public Sav- 
ings was reinsured 
by Western & 
Southern and Mr. 
Burns’ service with 
this company dates 
from then. In 193! he was promoted 
to manager at Terre Haute and sub- 
sequently became manager at Muneie, 
Springfield, Ill., and Chicago west dis- 
trict. In 1938 he was promoted to agen- 
cies superintendent and in 1942 to vice- 
president. 





William O. Burns 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, Feb. 21, 1961 

































Bid Asked 

$ $ 
Aetna Life 102 104 
American General... 3642 37% 
Beneficial Standard _....... 17 18 
Business Men’s Assurance . 52 54 
Cal.-Western States ............ 62% 66 
Commonwealth Life 25% 27 
Connecticut General .... 454 460 
Continental Assurance. ............:0+ 214 218 
Franklin Life 93 95 
Great Southern Life... 71 74 
Gulf Life 20 21% 
Jefferson Standard «0... 4912 51 
Liberty National Life 6542 6742 
BR Ge CBIRIE GY on sacccesesnirnscsccccasconssoss 18 19 
Life Of Virginia «00.0... 6212 65 
Lincoln National Life 247 252 
National L. & A.. ........ 133 135 
North American, II]. «0.2... 15 16 
Ohio State Life ..............:.ccccccssccseeeees 45 47 
Old Line Life 62 66 
Old Republic Life  .........:cceeee 21% 23% 
Republic National Life .................... 37 39 
Southland Life ............. 94 98 
Southwestern Life ...........cccccceeeees 64 68 
Travelers 104% 106 
United, Ill. 41 43 
U. S. Life 53% 55 
Washington National. .................:0+ 55142 58% 
Wisconsin National Life. ................ 34 36 
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Feb. 23-24, Life Insurance Agency M. Main co 
Assn., life property-casualty re: Ban 
meeting, Statler Hilton Hotel, Hartforg, pW!" Iph 

March 9-10, Ohio State University Philadelp: 
Conference, annual, Columbus. Industries 

March 13-14, Florida Assn. of Life Un This wa: 
ers, University of Florida, life insurance 
inar, annual, Gainesville. were gues 

March 13-15, Life Insurance Agency company 
ment Assn., agency management conf king f 
Edgewater Beach Hotel, Chicago. spea: - 

March 23-24, Society of Actuaries, Other 
Commodore Hotel, New York City. million ne 

April 6-7, Society of Actuaries, regional, " 
ler Hilton Hotel, Dallas. into _ 

April 12-13, New York State Assn., of Life yg and $29 Mm 
derwriters, “Appleknockers” sales There WV 
Chamber of Commerce Auditorium, ket va 
ter, April 12, and Sheraton-Ten Eyck Marke 
Albany, April 13. Mr. We! 

April 13-15, Life Insurers Conference, ntrat 
‘Americana Hotel, Bal Harbour, Fla, “| CODC¢ ays 

April 13-15, Home Office Life Underwrtey @VOTeC. 
Assn., annual, The Greenbrier, White Sulphy “attractive 
Springs, W. Va. Preside 

April 16-20, National Assn. of Life y; : 
writers, midyear, Galt Ocean Mile Hg) entering | 
Ft. Lauderdale, old Philac 

April 17-18, Life Insurance Agency Manag ntly h 
ment Assn., A&S meeting, Eigewater Bezel pce : & 
Hotel, Chicago. gresslv 

April 23-25, National Assn. of Insurance Cf The ton 
missioners, Zone V, Town House Hof The con 
Omaha. Id Lif 

April 25-27, National Assn. of Insurance Con4 ¥O"°: 
missions, Zone II, Dupont Hotel, Wilmingtm|| the life cc 

April 26-28, Life Insurance Agency — 
Assn., combination companies conferene|] Jnsuran 
Shoreham Hotel, Washington, D. C. trong bu 

May 8-9, Assn. of Life Insurance Counsel, mid, sir 9 ; 
year, The Greenbrier, White Sulphur Springs|| trifle east 
W. Va. man’s Fur 

May 8-10, Health Insurance Assn., ann 
Biltmore Hotel, New York City. iy 

May 12. New York State Life Underwriters) Gulf 
Assn.. spring delegate meeting, Astor Hotel] Life & C 
New York City. bid Gulf 

May 14-16, Canadian Life Insurance Officers|}tH 
Assn., annual, Seigniory Club, Quebec. ways had 

May 14-17, Insurance Accounting & Statisticall| »., 

Assn., annual, Biltmore Hotel, Los Angeles. INA (eve 
values fo! 

Chester Jones Heads __ [+ challen 

“ 4 

LIAMA Alumni Group | lean be a: 
Chester R. Jones, general agent ati] the fact tl 

Washington for Massachusetts Mutual,| of North 

was elected presi- operation 

dent of Atlantic There } 

Alumni Assn. of The mini 

LIAMA schools in company 

agency manage- will be a 

ment at the annual the legisli 

seminar, held at Bradfo! 

Haddonfield, N. J. s-year re 

He succeeds Rob- He said tl 

ert L. Snowden, that are | 

Metropolitan Life tombinec 

manager at Tren- op a 

ton. not n 

ae ’ 
Other officers Chester R. Jones * am a 
are Gilbert V. = aps 
e tre 


Austin, general agent of Aetna Life at 


Brooklyn, vice-president, and Gordon|| successfu 


S. Miller, general agent at Philadelphia 
for Massachusetts Mutual, secretary- 
treasurer. Added to the executive com-;| 
mittee were Arthur A. Bikoff, general 
agent for Aetna Life at New York; 
Andre J. Duchesnay, provincial man- 
ager at Montreal for Northern Life of 
Canada; Ernest A. Farrington, man- 
ager at Silver Spring, Md., for Pru- 
dential, and H. Bennett Webber, man- 
ager at West Springfield, Mass., for) 
Phoenix Mutual. 
The seminar covered mainly the 
cruiting of successful agents in today’s 
market and agency organization, SU- 
pervision and control in today’s mat- 
ket. LIAMA Senior Consultants Philip 
H. Yost and Richard E. Sauder con- 
ducted the seminar. ; 
The importance of individual trail- 
ing, guidance and coaching was empha- 
sized as were techniques and methods 
by which the manager works with 
trainees in the acquisition of know 
ledge, attitude, skills and habits Te- 
quired in the performance of the job. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 
By LEVERING CARTWRIGHT 





fe Unde 
ee Cartwright, Valleau & Co., Board of Trade Building, Chicago 
icy M Main common stock additions to the Ins. Co. of North America list in 1960 






sualty 


Hartford were: Bank of America, Ford, Machines Bull (called the I.B.M. of France), 
Philadelphia Suburban Water Co., and Schlumberger. Main deletions: Dresser 


rsity 

Industries and Texas Gulf Sulphur. 

Life Un This was communicated to the 50 members of the investing community that 

nsurance rs ° ° 

were guests of INA at what has come to be an annual occasion for reviewing 

gency company results and covering the insurance waterfront. C. H. Wentworth, 

oon conf speaking for the investment department, gave the details. 

aries, Other Wentworth comments: Over the past five years INA has invested $166 

¢ City million net new funds, $100 million going into high grade bonds, $20 million 


regional, Sl into preferred stocks, $17 million into the general market of common stocks, 
sn., of Life pf and $25 million into Life Ins. Co. of North America. 
sales There was an appreciation of $30 million in January in the stock account. 
en Eyck te Market value in excess of cost of securities is $329 million. 

Mr. Wentworth looks for moderately lower long term bond interest. INA is 
concentrating on 10-12 year maturities in tax exempts. Preferred stocks are 
favored for tax reasons but they are scarce. INA is continuously looking for 
“attractive situations” and “‘weeds the garden.” 

President John A. Diemand was both lead-off man and anchor man. He is 
entering his 58th year in insurance, in full vigor. He recalls his start with the 
‘old Philadelphia Casualty (commonly called Casualty). He said he was asked 
recently how aggressive INA intends to be in the future. “Pugnaciously ag- 
gressive” was his answer. 

The tone of the meeting was decidedly optimistic. 

The competition of INA has been long felt and respected in the fire-casualty 
world. Life insurance is going to get a stronger taste of it. Mr. Diemand said 
1, Wilmingtj| the life companies had never faced competition until a few years ago. “We al- 
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Insurance stocks reverted more to a trading range last week. The tone was 
strong but buyers were less compulsive and prices here and there were a 
trifle easier. Standouts were mainly in the fire-casualty list, including Fire- 
man’s Fund, Great American, Northern, Pacific Indemnity, St. Paul, U.S.F.&G. 
Mass. Protective Assn. was 82 bid, none offered. Springfield eased. 

Gulf Life was up 2 on strong rumors that a merger proposal is near with 
Life & Casualty on the basis of 1% L.&C. shares for 1 Gulf. L.&C. was 19 
bid, Gulf 23%. 


ways had it,” he said, referring to fire-casualty. One of the first principles at 
INA (even in the sorriest stage of the depression) is to quote only market 
values for securities. This is being carried into life insurance, which implies 
achallenge to the reliance on amortized values for bonds. 
Mr. Diemand looks for the day when all forms of insurance, life included, 
can be done under a single charter. The economies, he said, are suggested by 
the fact that 3,500 income tax returns were needed for both INA and Indemnity 
of North America when each was a corporate entity. Complete multiple line 
operations provide better service for agent and policyholder. 
There has never been a greater opportunity for growth than there is today. 
The minimum growth for INA, he said, should be 10% per year. When one 
company can write all lines, agency representation will be on that basis. This 
will be a simplified and lower cost system. It will be accepted by the public and 
the legislatures. 
Bradford Smith, speaking for the fire department, urged the group to scan 
5-year results. That is the minimum scope to give a “real feel” for the business. 
He said the loss ratio is remarkably uniform considering the various stock losses 
that are covered in the record. During the past 15 years only in 1957 did the 
combined loss and expense experience touch 100. 
He said last year there was sincere competition in commissions which INA 
did not meet. They did, however, meet the rate competition. 

J INA’s loss in Donna via its direct fire department totaled $3 million. This 

they took without reinsurance. 

a Life at, The treaty reinsurance operations are expanding and the prospect is for very 
1 Gordon|| Successful operations abroad. 
ladelphia, Unless the high cost operators can reduce their expenses they will be operat- 
ecretary- | ing in the red under the tight rate structure. 
ive com-| New package policies are in the mill and INA will step up its “hard sell and 
, general) 4ency company direct appeal to the public.” 
w York;|| H. P. Stellwagen, casualty, said each line produced a profit last year save 
ial man-|| burglary and glass. There was an underwriting profit of $5,597,000. The operat- 
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1 Life of 28 ratio was 94.6. A goal of 5% profit has been a will-o-the-wisp but it was 

n, man- actually realized last year. 

for Pru-|| It is significant that a profit was made on auto. BI gave a profit, PD was a 

er, man-|| loser and material damage was a good winner. 

ass., for) _The Champion policy (6 month-contract, direct billing) is doing well. For 
in months the Champion premiums were $3,174,000. Seventy percent of that 

- the re-|| business is “new to us.” 

1 today’s} Workmen’s compensation was good. However, with 46 legislatures running, 

ion, su-} NCreased benefits are coming and it is hard to keep step with that. 

?s mat-| There are indications that rate regulation will be relaxed. It was heartening 

s Philip} that the O’Mahoney committee concluded that competition is the best regulator 

ler con-} Of rates and that the tariff should be made in the market place. 


: Ed Zalinski, life, had some breath-taking figures to give. New life insurance 
in 1960 amounted to $325 million, up 45%. In force is $590 million. There are 
589 employes. The adjusted net worth of the life company is $16 million or 75% 
of the investment in it by INA. Only 113 companies had more life insurance in 
force in 1959 and only 60 had greater sales. There are 5,500 independent agents 
and 160 full-time men. 

The life company should cover all operating expenses and benefit payments 
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and develop a cash flow at the end of 1961. There will be a reduction of the 
surplus steam. By 1965 renewal premiums should comprise 80% of the total. 

The original target was $1 billion in force in 1967. On Feb. 16, 1960, the 
total was $700 million and 1962 will see the billion—five years ahead of 
schedule. 

The average premium per thousand is decreasing. Mutual funds are cutting 
in. Competition is more intense in the savings and investment field. Effective 
cost control and aggressive merchandising are called for. 

Other points: The swing in the fire-casualty pendulum that commenced in 
1958 is continuing. Except for Donna, 1960 would have been the best vear in 
history. Before tax, earnings were $3.81, after tax, $2.96. 

Mr. Diemand said INA goes on the theory it was organized for the purpose of 
making money from the insurance business. He warned of a recrudescence of 
the perilous policy of the 1920s which was to smother underwriting deficits in 
the stock market. This destroys an underwriting organization when agents and 
employes get hep to it. 

Mr. Diemand hammers on the fact that INA has a fully funded pension plan. 
There is $55 million in it, including 100,000 shares of INA stock (cost $20 per 
share). Some may have a plan but no fund. Others have no plan. One institu- 
tion found it would cost $70 to $80 million to fund its past service. 

He counseled the analysts to take this into account in making comparisons, 
plus, the strict adherence to market values and the fact that INA is the most 
highly loss reserved company in the business. 

In the question period, the matter of commission competition was covered. 
The point was made that a few years ago some of the large companies increased 
homeowners commissions five points to 25%. INA didn’t meet this, believing 
it would give the direct writers an edge and also that a maximum of 20% 
is enough for the ordinary agent. The actual INA average is 21.3% and they 
have pitched their rates on that factor. 

In 1960 many companies introduced a profits commission (it used to be called 
“contingent” ). This runs as high as 25% on profits. INA feels this is not sound. 

Low commissions and low expense ratio is the answer to direct writer com- 
petition. 

The assigned risk situation is the Achilles heel of the business. INA wrote $2 
million of this and had $1 million out-of-pocket loss. A national committee is 
trying to get proper rates and to depopulate the plan via surcharges in individual 
company rates. 

New York state comprises the bulk of the problem. But the INA people see 
signs of hope. 

The Kennedy health program poses a serious threat. 

Mr. Zalinski was asked to elaborate on trends in life insurance. He noted 
that in 1945 75% of the insurance in force was on permanent plans. Today it 
is less than 50%. 

In 1955, 20% of new business was on endowment and retirement income 
plans. Now it is less than 5%. Today the average age of the new buyer is 25 
and the average age of the owner is 35. The older age groups are not buying. 
This is due to the magnet of equities and the inflationary trend. 

The big increase in life insurance sales from 1941 lulled the companies into 
a false sense of well-being. 

On the plus side there is the fact that there is an increase in level term busi- 
ness. This suggests higher profits and higher income taxes in the early years, 
and later lower profits and taxes. 

Pressed for a precise guess on growth, Mr. Diemand picked $1 billion as the 
1970 premium income. He said it took INA 148 years to write its first $1 billion. 

Mr. Diemand said he is opposed to any campaign to get the taxes raised on 
the mutuals. They will fight back. That is a dangerous tactic. 

In answer to a question, Mr. Diemand said that since December, 1951, 600,000 
INA shares have been reserved for options. There are 375,000 outstanding, 
leaving 225,000 still available and unassigned. The maximum is 7,500 and that 
is applicable to only one person. This program has worked well and is one of the 
reasons why INA is working so effectively as a team for the stockholders. 

Represented at the gathering were: Bank of New York; Bankers Trust Co.; Brown Bros. 
Harriman; Cartwright, Valleau & Co.; Century Shares Trust; Chase Manhattan; Chemical 
Bank; Clark Dodge & Co., Franklin Cole & Co.; Colonial Management of Boston: Dominick & 
Dominick; Drexel & Co. of Philadelphia; Eaton & Howard Inc. of Boston; Fidelity Philadelphia 
Trust Co.; First Boston Corp.; First National Bank of Chicago; First National City & Trust 
Co.; First Pennsylvania Banking & Trust Co.; Girard Trust Corn Exchange Bank; Hanover 
Bank; Janney, Battles & E. W. Clark of Philadelphia; Kidder, Peabody & Co.; Lazard Freres; 
John C. Legg & Co.; Loomis Sayles & Co.; McDonnell & Co.; Mellon National Bank & Trust 
Co.; Mercantile Safe Deposit & Trust Co., Baltimore; Morgan Guaranty; National City Bank 
of Cleveland; John S. Newbold & Co., Philadelphia; New England & Merchants National 
Bank, Boston; Old Colony Trust Co., Boston; Opinion Research Corp., Philadelphia; National 
Bank, Pitcairn Co., Wilmington; Provident Tradesmen’s Bank & Trust Co., Philadelphia; 
Scudder, Stevens & Clark; Shelby Cullom Davis & Co.; Smith Barney & Co.; Standard & 
Poors; State Street Bank & Trust Co., Boston; Tri-Continental Corp., U. S. Steel and Carnegie 
Pension Fund; White, Weld & Co., and Wilmington Trust Co. 


on ft Fan 

Fidelity & Deposit’s investment portfolio at Dec. 31, 1960, included 2,750 
shares of Aetna Casualty, 6,400 Hartford Fire, 6,870 Monumental Life and 2,000 
Travelers. 

Maryland Casualty owned 8,700 shares of Monumental Life. 

Still another twinning of life insurance and mutual funds is Surety Life of 
Salt Lake City and Hamilton Fund Inc. Salesmen of both institutions are being 
cross licensed, but the fund shares and life insurance will be sold separately. 


Elliott Named Chairman Of 


Hancock Finance Committee 

Byron K. Elliott, president of John 
Hancock, has been elected chairman 
of the company’s committee of finance, 
succeeding Paul F. Clark, chairman of 
John Hancock. 

Mr. Clark, will continue to serve as 
a member of the committee. Also 
elected to the committee were Han- 
cock Directors Ralph Lowell, Philip H. 
Theopold and Wiliiam M. Rand. 





Paul Revere Life Prepares 


For Canadian Home Office 
Paul Revere Life has purchased two 
and one-half acres of land in Etobi- 
coke, a suburb of Toronto, as a 
preliminary move to building a Cana- 
dian regional home office. No date for 
the start of construction has been set. 
Current Canadian home office op- 
erations are conducted from Hamilton, 
Ont., where the company has leased 
property for the past 10 years. 
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(CONTINUED FROM PAGE 6) benefits an insurance company isn’t 


ing, then by all means keep your called upon to pay for its older policy- 
policy. holders; however, the risk of more 

QUESTION: We are interested in Serious (and therefore more costly) 
buying insurance covering medical health problems increases enough with 


advancing years to wipe out what 
would otherwise be a saving. 

The experience of one of our as- 
sociates is an example. He and his 
wife are each 63, and they have had 
hospitalization insurance for many 
years; but until recently they have 
never had to use it. Since July a year 
ago, between them they have had to 
undergo three operations—one of 
which was massive and costly surgery. 
These claims have wiped out more 
than they’ve paid the company in 
premiums over the past 10 years. 

We’re sorry, but we cannot recom- 
mend individual companies. We’d be 
accused of bias; but, more important, 
it might be a disservice to you. In- 
surance policies vary widely in what 
they cover and what they cost; as 
with anything else, you pay for what 
you get, and though you should be 
sure you’re getting what you need, it 
is also wise to avoid paying for some- 
thing you don’t need. 


benefits for people over 60. We have 
been insured as part of a group, but 
I may have to leave the company I am 
working for and this policy might 
have to be dropped. 

What we want is a_ reasonably 
priced policy from a fully reliable in- 
surance company, that cannot be can- 
celled out for the company’s own 
reasons. 

| The prices we have been quoted 
| seem too high. For young people, the 
policies include maternity benefits, 
and, of course, young children have to 
have their tonsils out and many other 
probable hospital expenses older 
people do not incur. Why is this not 
taken into consideration, in selling 
hospital policies to people our age? 

Can you tell us the name of a com- 
pany that will give us what we are 
looking for? 

ANSWER: It’s true that young fam- 
ilies do have maternity and other 
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With 150 branch offices 
in North America, 

Sun Life of Canada 
offers the finest of life 
insurance protection to 
the holders of more 
than two million policies 
and group certificates. 


SUN LIFE 

ASSURANCE 
COMPANY 

OF CANADA 
tu, One of the great life insurance companies of the world 
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HteNATIONAL UNDERWRITER 


Questions, Answers From CLU Column Supplied To Daily Papers 


Sound advice can be given only by 
someone who knows or can get to 
know your exact circumstances. Why 
don’t you check with the insurance 
man who sold the group insurance you 
now have? He may tell you it can be 
taken over on some basis when you 
leave your job. 


Wants Retirement Plan 


QUESTION: I am a woman, 38 and 
unmarried. I will receive a pension 
when I retire, but would like to add 
to it. My parents are still living, but 
their circumstances are such that life 
insurance is not particularly impor- 
tant. 

I am undecided, however, whether 
to invest in a 10-year endowment 
policy, with disability provisions and 
an option to convert to an annuity at 
the end of 10 years, or to buy a regu- 
lar annuity. The premium would be 
about the same in each case, and I 
feel that the disability provision is 
worthwhile. What would your decision 
be? 

ANSWER: If there isn’t much dif- 
ference in premium, we’d choose the 
endowment. Even if your parents 
don’t actually need the death protec- 
tion, what’s to lose? And, as you Say, 
disability protection is worth having; 
in fact, for anyone who depends on 
earned income, we rate it a must. 

QUESTION: I am a coremaker in 
an iron foundry. Because of this, and 
that they claim I weigh too much, my 
$5,000 policy, on which I must pay 
premiums for 18 years, costs me 
$324.10 a year. 

At 65 I’m supposed to get $3,768 
guaranteed, and about $1,490 extra in 
accumulated dividends. I feel this 
policy is costing too much for what 
I’m to get out of it, and I’m wondering 
if I should take out a policy that will 
give me a better return? 

ANSWER: If you are overweight, 
this, combined with your occupation, 
makes it doubtful that you could buy 
a comparable policy for ‘tess than 
you're paying. 

If you are not satisfied, we urge 
you to keep your policy until you are 
sure you can do better; and that 
means until some company actually 
issues a policy that will give you 
more, or anyhow, as much for less. 


Dividend Record Good 


The company that insured you is 
normally liberal in setting up special 
classifications (extra premiums 
charged for his physical condition or 
the hazardous nature of a man’s work). 
And, though no company can guaran- 
tee its present rate of policy dividends 
—you may get more or less than ex- 
pected, depending on the company’s 
year to year experience—this one has 
a good record of dividend payments, 
and in this respect the trend through- 
out the business seems favorable. We 
would think you have a good chance 
of getting a settlement, at 65, of about 
the amount you mention; and as your 
total premiums will be only $5,833, 
this means you will have had $5,000 
of insurance protection (plus your 
dividend accumulations) for 18 years 
for less than $600. 

Further, if you reduce your weight 
or change your work, the company will 
always consider reclassifying you, with 
a possible reduction in the premium 
you pay. All in all, we think you 
have a good policy. 

QUESTION: I’ve been told, and I 
think I’ve read in your column, that 
when I’m 65 I can change my 
straight life policy to an annuity 
(which, incidentally, is called “or- 
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L. Kent Babcock Jr., Aetna 
left, is presented the 1961 presid 
cup of Philadelphia Life Underwrite, 
Assn., by Herbert M. Cady, Conneg 
cut General, during the associat 
sales congress. The solid silver ¢ 
is donated by past presidents of ifs, I have 
association to men with outstandin emiums 
records of contribution to the advance. os a 
ment of life insurance and its sik! ce is $3 
Mr. Babcock is a director of the Phih. Tine age! 
delphia association and national tre. attached a 
surer of General Agents & Managn). 1 woul 
Conference. ry oa doll: 
dinary” life on the first page of the pion re 2 
printed policy). I’ve also been warned most $ dk : 
that I’m not to count on getting any- past val 
thing from an insurance company that this? SWE! 
isn’t spelled out in the policy itself, AN: " 

Well, I've read mine, and I cant|'t issuer 
find where it says anything about — Wy 
turning it into an annuity. What's the tie — 
answer? —aeee 

ANSWER: What you were looking|* Wil. Te" 
for is there, but not in the words you _acegpian 
expected. All straight life policies =) : ae 
(also called “ordinary” and “whole” substan ~ 
life) have a cash surrender value you Pee thin 
can take at age 65—or earlier or later, . “a jae 
Nearly all companies will permit you ay we 
to take this surrender value in the|"*° 3 8 " 
form of an annuity (an income for os y " 
life), rather than as a cash settlement. - asa 

If you want to be absolutely sure een : 
your company is not an exception, a doing very 
phone call to its local office will, we It’s too 
think, get you the information you gheng 
want—including the amount of an- ienean’s 
nuity income your straight life policy Tine heen 
will pay you at 65. Usually this last a f 
figure can be obtained from the table? eal 
of settlement options published in the|/Company — 
policy, but a phone call is easier. QUEST] 

pany dem 


Won’t Turn Policies Over 
QUESTION: Our father died six}ack sg 
months ago. At the time of his death, geod poalbe 
he carried insurance on my sister and} “ine ye 
myself, naming himself as beneficiary. on. 
No other beneficiary was named, as ¥ y [~ 
our mother died years ago. lives a 
Before his death, he had remarried — 
and our step-mother refuses to tum ; of 
these policies over to us, telling us . Dice 
that his will says all insurance policies a sa 4 
are to be given to her. ~~ 
Is it true that a will governs an 
insurance policy? Should we retain 4 
lawyer to force our step-mother to tum 
these policies over to us? ; 
ANSWER: If the policies specify 
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CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
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~heyat your father was the life owner, 
i. well as the death beneficiary, and 
he did not indicate who the contin- 
mnt life owner would be, then his 
nts would pass by will; or if there 
no will, as directed by state law. 
Wiyay Have Had No Rights 

If this life ownership right was not 
served by your father, then it would 
ss to you and your sister, regardless 
what his will might direct. 
“This question of who owns a policy 
s spelled out in the policy itself. We 
mggest that you write to the company 
Wihat insured you and ask how your 
| icular policies were written. If you 
Mila, have control, and your stepmother 
il] refuses to give them up, it’s pos- 
able that the company can help you 
» some way; if not, then it may be 
necessary for you to retain a lawyer. 
Aetna On the other hand, if your father 
Presidenty ned the policies, then we doubt 
nderwrite that you have any rights to defend. 
‘> Conneei QUESTION: Thirteen years ago, at 
associat age 52, I took out an endowment 
Iver troph policy that would be paid to me at age 
ents of tits; T have paid a total of $3,380 in 
outstand foremiums, and the company now in- 
ri forms me that the sum I am to re- 
’ the ceive is $3,121.87. ; 
i ‘| The agent I bought this policy from 
— ttei-|ttached an illustration form indicat- 
| Manages! ng I would get $4,390—plus or minus 
afew dollars, according to the fluctu- 
ation of dividends. In my opinion, al- 
most $1,300 is too much “fluctuation.” 
What do you advise me to do about 

s? 

ANSWER: Furnish the company 
that issued your policy a copy of the 
ing about dividend illustration you were given. 
What's the No life insurance company can guar- 
antee the amount of policy dividends 
e lookin it will return (either as a practical 
words you proposition, or under state insurance 
.. llaws); but this difference of $1,300 is 
»{substantial, and we don’t wonder you 

are questioning it. 

We think your experience is espe- 

tially unfortunate, for you’ve actually 
had a good deal. Any company that 
insures you for 13 years (starting at 
age 52, when the cost of life insurance 
is climbing rapidly), then returns close 
to what you paid in, is, we believe, 
doing very well. 
It’s too bad that a good result can 
be made to seem unsatisfactory by a 
salesman’s estimate—one that must 
have been either a mistake, or an in- 
stance of extreme over-optimism. 


Company Admits Error 


QUESTION: Can an insurance com- 
pany demand and force us to make 
back payments, when they were in 
{ror in having them discontinued? 
Nine years ago, after we had paid 10 
|premiums, a company wrote saying 
our policy was paid up. I so marked 
it and filed it away. We have now 
Teceived a letter saying it was their 
mistake, and we could have one of two 
choices of how to pay up our arrears. 
It is a 30-payment life policy, and the 
company’s letter says that it would be 
carried in full force “for a reasonable 
time.” 

Please tell me whether we will 
have to pay for these past nine years; 
and also, what is a “reasonable” time? 
ANSWER: This is the first time 
we've heard of a life insurance com- 
pany notifying a policyholder that a 
B Policy was paid up, when only a third 
of the premiums called for had actu- 
ally been paid. 

We don’t know what your lawyer 
would tell you, but you ask if you 
Could be forced to pay, and we be- 
lieve a court would rule that it was 
a “mutual error.” That is, the com- 
pany certainly made a mistake; but 
the policy you hold is a contract, and 
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you are expected to be familiar with 
its terms—especially with the terms 
of payment. 

Among other things, forgiving two- 
thirds of the premiums for a 30-year 
policy would be grossly unfair to other 
policyholders. As you were at least in 
a position to question whether a mis- 
take had been made when you re- 
ceived the paid-up notice, we think 
the company is doing about the only 
thing it has a right to do when it asks 
you to make up the nine unpaid pre- 
miums. But chartered life under- 
writers don’t practice law, so what 
we're giving you is strictly a layman’s 
opinion on the moral issue involved. 

You don’t mention the age at which 
this policy was issued. Ten premiums, 
however, should be enough to carry 
the insurance in full force for at 
least 10 to 15 years (under what is 
technically called an “extended term 
insurance” option). 


Travelers Revamps Health 
Insurance Classification 
System For Impaired Risks 


Travelers has established a special 
classification program that is designed 
to provide health insurance for many 
people who heretofore have been un- 
able to obtain standard policies from 
the company because of poor medical 
history. 

Instead of offering only restricted 
coverage to those with physical im- 
pairments, the new program enables 
the company substantially to reduce 
the number of impairment riders and, 
in many cases, to issue coverage on 
applications it formerly had to decline. 
A sliding scale of increased rates will 
be used. 

Said James C. Smith, vice-president, 
“Although the program will not make 
possible the acceptance of every appli- 
cation, nor eliminate the need for oc- 
casionally offering coverages on forms 
other than applied for or using impair- 
ment riders, it will furnish a means of 
providing better accident and sickness 
protection for impaired risks and will 
enable the insuring of some persons 
that were considered uninsurable.” 


Styne Heads GA Council 


Of General American Life 


Dwight E. Styne, Honolulu, has been 
named chairman of the five-man Gen- 
eral Agents’ Advisory Council of Gen- 
eral American. Appointed to a five- 
year term is James E. Gilles, Colum- 
bus, O. 


Beard And Berns Top 
Midland Mutual Agents 


Highest awards for individual 
achievement during 1960 among agents 
of Midland Mutual Life have been 
won by Ralph E. Beard, Fort Wayne, 
Ind., and F. H. Berns, Minneapolis. 

Mr. Beard is the company’s man 
of the year for the second straight 
time. This honor is conferred each year 
upon the agent who turns in the best 
record of all-round performance. 

Mr. Berns has earned the first-year 
star award by setting the pace among 
agents who completed their first con- 
tract year in 1960. 

Seven agencies won special honors. 
Winner of the president’s award for 
the second straight year is the Jack P. 
Smith agency, Cleveland. The agency 
captured this award by posting the 
best all-round record among agencies 
with the company three years or longer. 
A 19% increase was registered in new 
life sales, and the agency chalked up a 
20% gain in health insurance produc- 
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North American 
L.,A.&H. honored 
General Agent 
Larry Gar ot, 
Green Bay, , Wis., 
as 1960 “Man Of 
The Year.” At the 
award presenta- 
tion are, from left, 
George Vogler, 
agency vice-pres- 
ident; Mr. Garot; 
President Robert 
F. Rosenburg, and 
A&H sales director 
William Manzel- 
mann. The award 
was based on Mr. 
Garot’s outstand- 
ing agency devel- 
opment of both life and A&H during the year. 








award for the top record among agen- 
cies with the company less than three 
years. New life sales produced by the 
agency in 1960 were double the 1959 
amount. The Pearl A. Willis agency, 
Cincinnati, and Donald J. Doepker 
agency, Lima, O., qualified for awards 
of merit in the under-three-years 
group. 


tion. Awards of excellence in the three- 
years-and-over category have been 
presented to Randall G. Yeager agency, 
Warsaw, Ind., S. Byrl Ross agency, 
Parkersburg, W. Va., and Allen G. 
Bergman agency Riverside, Cal. 
Another repeat win was scored by 
Edward H. Dean agency, Minneapolis, 
recipient of the foundation builder 
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house of original ideas 


The pride a Bankerslifeman feels in the company 
he represents stems in very large measure from the 
reputation his company has earned over the years 
for the introduction of really original ideas in the 
life insurance business. He is proud to say he was 
the first to carry the now popular Guaranteed Pur- 
chase Option, the Cradle Protection plan and the 
Wife Protection Rider in his brief case. Carefully 
chosen and thoroughly trained, the typical Bankers- 
lifeman has service as his watchword. This means 
that his professional presentation of the new ideas 
from his company will see to it that his clientele 
gets optimum benefits from “The Company That 
Fits The Need.” 


BANKERS COMPANY 





DES MOINES, IOWA 
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Saratoga Parley On Replacement Problem 


(CONTINUED FROM PAGE 21) 
or institutional representative” to com- 
bat replacement or twisting through 
cultivation of “orphaned” policyhold- 
ers, through public education about 
life insurance, and through expanded 
research programs. 

The life insurance business, he said, 
has been derelict in its responsibility 
to “a vast army of orphaned policy- 
holders whom we have allowed to de- 
velop, and with whom we maintain 
minimal contacts once a sale has been 
made.” The prevalence of the orphan- 
ed or neglected policyholder has a 
strong influence on the ability of the 
life insurance business to meet the 
replacement or twisting problem, he 
said. 

“With the mobility of our people 
today, coupled with the turnover of 
our agency force, we have a startling 
number of policyholders who are com- 
pletely out of touch with the agent 
who sold them their policies—indeed, 
many have no insurance adviser worthy 
of the name,” he said. “Thus exposed, 
they fall prey to marauders owing 
them no allegiance and interested only 


in commissions derived from whatever 
wares they may be peddling. 

“With the advent of electronic equip- 
ment and improved communications 
of every kind, we can make great in- 
roads on this vast problem by develop- 
ing programs for the adoption and care 
of these orphans. This is no longer as 
difficult a problem as might be ima- 
gined—it merely requires that we focus 
our attention on it and get busy.” 

If the client is really educated, Mr. 
Newton said, no power on earth would 
cause him to give up his life insurance 
contract. 


Gives Examples 


“Think back in your experience to 
the cases you have written, and which 
involved a client who fully understood 
what the contract was, and what it 
could do for him. Add the second in- 
dispensable—his faith and trust in you 
as his insurance adviser. Do you think 
this client would be easy prey to the 
twister or stripper? Would he be likely 
to forward his policies for examination 
by a perfect stranger, posing as an in- 
surance consultant, who could ‘save’ 
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TRAINER FOR 
LOS ANGELES 
AGENCY 


| ad 


Immediate op g in ing Los Angeles 
agency for experienced life insurance field man 
to handle agent training, both pre-contract and 
formal. Salary of $500 per month plus earnings 
on personal production under high commission 
career contract. 





Time will be divided about equally between 
training duties and sales. Agency provides ef- 
fective, proven training aids and complete, 
modern office facilities. 


If this outstanding opportunity with a progres- 
sive organization interests you, outline your back- 
ground and qualifications in a letter to W-75, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








GROUP FIELD OPPORTUNITY 


Continental Assurance Company is expand 


its Group Sales staff and would like to hear 
from experienced Group Insurance Field Repre- 
sentatives interested in opportunities now open 
in its GROUP SALES AND SERVICE DIVISION. 
Please send resume covering your Group insur- 
aace field experience, educational background, 
present salary and reason for desiring a change, 
to: 

Mr. Roger W. Dewey, Director 

Field Sales and Service Division 

Continental Assurance Company 

310 South Michigan Avenue 

Chicago 4, Illinois 











WANTED T0 BUY 


Interested in purchasing 100% of 
stock in one or several small 





Reply to Box W-32, National Underwriter Co., 
175 W. Jacksen Blvd., Chicago 4, Illinois. 





ACTUARY 


Experienced practical actuary to work in key 

9g +t position with phasis on execu- 
tive ability. Under age 40. Examinations not 
essential. Progressive 45 year old midwestern 
company under 500 million in force, engaged 
in full line of Life, A & H, and Group business. 
Send resume for interview with President to 
W-40, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 











LIFE UNDERWRITER 


Young progressive life company in mid- 
west needs take charge underwriter. Pres- 
ent volume $2 million per month ordinary. 
Prefer to age forty. Salary open. Incentive 
available. Moving expenses paid. Write 
giving resume or background to W-50, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








AGENCY HEAD 
AVAILABLE 


Will move for prime offer of substantial agency 
or home office opportunity. Age 41, 15 years life, 
health and accident experience with one com- 
pany. Organized present agency in 1957, pro- 
duced $6,000,000 in 1960 with A-I termination 
record. Prefer East but will relocate. Complete 
resume available to be submitted at first inter- 
view Write to W-74, National Underwriter, 175 
W. Jackson Bivd., Chicago 4, Illinois. 








MR. PRESIDENT 


Looking for younger but mature aide to assist 
you currently and train for eventual top manage- 
ment position? Seasoned executive of proven 
ability available. Twelve years successful insur- 
ance background including organizing, licensing 
in many states and running life company. Ex- 
ecutive sales, public relations and administrative 
experience. Write in confidence to: NY-54, Na- 
tional Underwriter, 17 John St., New York 38, N.Y. 





him substantial amounts of money?” 

Although some much-needed re- 
search is being done on attitudes, Mr. 
Newton said, what is required now is 
a bold, expanded program of research 
for knowledge that will give meaning 
to efforts at education and cultivation 
of orphaned policyholders. 

“I’m impressed with how little we 
do, compared with other institutions, 
which like us, have need for knowledge. 
If we are to truly sell to needs, we 
must truly know what needs exist. 
Only so can we shape contracts, ap- 
proach prospects and pattern programs. 

“This means we have got to do more 
to uncover the truth about the econo- 
mic and social conditions that sur- 
round our people. Just as institutions 
concerned with the natural sciences 
must have laboratories to uncover the 
secrets of the natural sciences, so 
must we, in the same way, have lab- 
oratories in which we discover the 
secrets of the social and behavioral 
sciences. 

“We have only scratched the surface 
here, and as our society and its people 
become more complex, the need will 
become more and more acute. 

“Truth is our weapon. We have a 
grave responsibility to seek it out— 
and having found it, use it faithfully 
to protect our public, and to eradicate 
this parasitic development of twisting, 
which feeds upon the sound values of 
our contracts and debases the institu- 
tion we represent.” 


Baird Sums Up 


Summing up the meeting, Moderator 
Baird mentioned that the problem is 
aggravated by the disparity of com- 
mission interest between the replacing 
agent and the losing agent. The former 
has at stake first-year commission on 
perhaps $100,000, plus eventual re- 
newals. The latter may have, say, four 
more renewals to go on a $10,000 pol- 
icy. 

Mr. Baird strongly endorsed “rais- 
ing hell” with the replacing agent and 
his home office. He said the replacing 
home .office is much more effectively 
dealt with if the agent whose policy 
is threatened will route the complaint 
through his own home office, where 
someone accustomed to dealing with 
such matters will know who to get in 
touch with at the other home office. 

Much of the replacment problem, 
said Mr. Baird, lies with brokers, who 
owe allegiance to no company. Busi- 
ness from these sources may seem at- 
tractive—but it may flow the other 
way in a few years, he warned. 

Mr. Baird called on Harry K. Gut- 
mann, Mutual of New York, New York 
City, president of the state association, 
who touched on some remedial steps 
under consideration. One is to look into 
what is being done in Ohio, where 
the replacing agent is looked upon as 
guilty until proved innocent. The New 
York state association is also consider- 
ing suggesting to the New York in- 
surance superintendent that he set up 
an advisory committee from the in- 
surance fraternity to help the insur- 
ance department staff, since the latter 
lack the necessary personnel. He men- 
tioned that he had received letters 
from a number of state association 
leaders about the seriousness of the 
replacement problem and what is be- 
ing done in their states to cope with 
it. 

The meeting set a new high in at- 





AVAILABLE 


Attorney, age 30, strong diversified Insurance 
Deportment background, desires to join insurers’ 
legal stcff or insurance relations department. 
Married, will relocate. For details, please write 
to W-73, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 








LIFE INSURANCE COMPANY 


Charter guaranteed by responsible seller to be ab- 
solutely clean, assets all cash. Minimum business. 
Total cost $60,000. Unique opportunity to wholly 
own a life insurance co! 


mpany. 
T. C. V. SEDGWICK COMPANY 


Insurance Co. Mergers 
3100 McKinney Dallas, Texas 








ACTUARY WANTED 

A Midwestern Company with over $350,000,000 of 
life insurance in force has wonderful opportu- 
nity for an Actuary (Fellow)—under age 42 to 
head up its Actuarial Department. Full fringe 
benefit program plus generous company Msc 
pension plan along with excellent salary. Write 
to W-68, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 
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Congleton Answers 
Sears Arguments On 
Variable Annuities 


(CONTINUED FROM PAGE 1) 
misunderstanding by the public, » (CONT! 
dominant investment features, “f @ Hudson 
end loading” and high operating ql estment, 
the possibility of an adverse effec ho also h 
life companies and the experime oneral solic 
nature of the annuities. fr. McCart 

In rebuttal, Mr. Congleton cited file Mess 
success and popularity of several valiant were 
able annuity plans which have fy rities and 
in operation since 1952, POinting , ively. 
that persons already receiving beg The boar 
fits under these plans were receiy; prung as ‘ 
up to 1% times the amount they wo 
have received under fixed-sum 
nuities. ; 

He told the committee that the 
spread of such plans and their accep 
ance by the public demonstrate J 
public’s awareness of the concept 
principles variable annuities inyoly 
He said that the investment featypl 
of variable annuities were a strengii 
rather than a weakness, and that 
permitted the annuitant to receiy 
constant amount of purchasing pows 
instead of a constant amount of dolls 
of declining purchasing power. 

In answering Commissioner Sez ugene T. 
objections to higher charges in th&ation. Bot 
first few years of the accumulatioounsel. 
period, Mr. Congleton pointed out thal Three as: 
this is true of most insurance policies}lected. Th 
He said that Prudential’s plan, in hden, Howat 
event of death during the accumuladycVity, all 
tion period, provided for repayment of Named < 
at least the total amount of the moneyhew rank, 
paid in. nd former 

He denied that variable annuitiegjey, agenc 
would have any adverse effect on lifdces; Leon 
company reputations, as claimed byf the cle 
Commissioner Sears. Davies, un 

“Rather,” Mr. Congleton said, “we'rdinderwriti 
concerned with what might happen tdDeVries, 
that reputation if we fail to providdearch ass 
those services in our field which thdgoup, ma 
public needs and wants.” Henry A. | 

As for the commissioner’s statementfervice, su) 
that variable annuities are too experi-jfrancis W 
mental in nature, Mr. Congleton saidjage, mana 
that over the years life insurance com-|am A. Mc( 
panies have marketed many new andlasociate | 
experimental forms of coverage whichurities; W 
today are commonplace items in every}ninistratio 
agent’s portfolio. ment; Carl] 
A Public Service surance ad 


“Such experimentation is a real pub- —_— 
lic service,” Mr. Congleton said. He Beard c 
likened the argument over variable ong . 
annuities to that created by the in- ee: _— 
troduction of the family income policy + easdlbe 
in the 1930s. ioainiaivn 

“Insurance companies must provide ake 
new forms of coverage that will mee Rimes, view 
the ever-increasing needs of a chang Se Bove 
ing economy,” he said. y 

“We urge you,” Mr. Congleton tol 
the committee, “to confine experimen- 
tation in the variable annuity areq 
within ‘the framework of the protec; 
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tendance, with an unusual number 
of home office people, according 1 
Spencer L. McCarty, Provident Mu oe 
tual, Albany, managing director. Given 
It was the first time that Ralph GO | P 
Engelsman was absent from a Satay Shalen 
toga meeting. He started these cony, Kelly, 
ferences when he was state associa Ries " 
tion president. At that time he wa sym 
general agent in New York Cree 
Penn Mutual. He now is a sales | 
sultant there. He was unable to attend, _—— 
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s On Post Of High Level 

< romotions, Changes 

ace 1 Made By Equitable 

Public, » (CONTINUED FROM PAGE 1) 

tures, “f, q Hudson Whitenight in securities 
erating q bvestment, and Stuart A. McCarthy, 






rse effegt 


ho also holds the title of associate 


sneral solicitor in the law department. 
fr. McCarthy was associate counsel, 
ton cited ybpile Messrs. Stoddard and White- 
Several valicht were managers of industrial se- 
1 have byhrities and railroad securities, respec- 
pointing ively. 

-1VINg bey The board also elected Bernard K. 
Tre receiy; prung as counsel for legislation and 
t they wo 
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cVity, all former assistant controllers. 
payment of Named assistant vice-presidents, a 
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of the claims department; Karl M. 
Davies, underwriting, manager of the 
inderwriting department; Walter L. 
happen tdeVries, methods research, senior re- 
to providdearch associate; S. Jerold Duran, 
which tharoup, manager of the department; 
Henry A. Hahlbohm, policy issue and 
 Statemenfervice, supervisor of the department; 
00 experi-francis W. Kriney, residential mort- 
leton saidjage, manager of the department; Will- 
ance com-jam A. McCurdy, securities investment, 
’ New andjasociate manager of industrial se- 
age whichkurities; William R. Morgan, group ad- 
s in everyjninistration, manager of the depart- 
ment; Carl E. Thompson, ordinary in- 
surance administration, manager of the 
real pub- epartment; Ralph E. Traber, methods 
said. He research, senior research associate; 
sriahi award C. White Jr., securities invest- 
y the in- ent, manager of the public utilities 
me policy’*ction, and Arthur A. Windecker, 
“pnderwriting, manager of the group 
t provide administration department. 
will meet Promoted to the new position of re- 
a chang tional vice-president in group affairs 
were Boyd J. Blevins, Atlanta, former 
eton toldOUP Manager of the southern depart- 
perimen ment, and Walter E. Paully, San Fran- 
rity a req'SCO, 8roup manager of the western 
> protec department. ; 
ice laws|, 4180 elected to regional vice-presi- 
| ident in city mortgage were Reuben 
J¢. Carlson, St. Louis, manager of the 
ientral division; Willis M. Holtum, San 
Francisco, manager of the western 
division; Kent R. Mullikin, Washing- 
number, D. C., manager of the eastern 
rding tjV'sion, and Robert S. Wilkerson, 
ent MuYmingham, Ala. manager of the 
tor,  Pouthern division. 
Ralph G| Given officer status were Norman 
a Saraprodie, Alvin B. Nelsen and Robert 
ese cont” Shalen, associate actuaries, Joseph 
associat: Kelly, associate counsel, and Dr. 
he waj0mas H. Alphin, medical director in 
City fof"® bureau of medical services. 
con 
me end Lutheran Brotherhood reports Jan- 
ip wit lary issued and paid-for business 
ralescit fotaled more than $21 million, an in- 
tease of 21.4% over the $17,418,921 
registered in January, 1960. 
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LIFE INSURANCE EDITION 


Companies’ 1960 Annual Statements Given 


AETNA LIFE 

Aetna Life assets at the end of 1960 
were $4,031,107,933, a gain of $230,- 
538,399, and surplus increased to more 
than $355 million. Premium income 
for the year was $793 million, up $61 
million. 

Individual life sales were $667 mil- 
lion, a gain of $47.6 million, raising 
the total individual life insurance in 
force to $4.6 billion. Group life and 
employe insurance plan sales totaled 
$1.4 billion, bringing total group life in 
force to $19,722,000,000. 

Group and individual health insur- 
ance volume was $375 million. 


AID ASSN. FOR LUTHERANS 

New business of Aid Association for 
Lutherans in 1960 reached a record 
$245,978,381, up 8%. Insurance in force 
increased 12% to $1,807,498,252. Policy- 
holders’ benefits amounted to $14 
million. 

Assets totaled $332 million, a gain 
of $30 million. Net rate of interest was 
4.37%. The fraternal invested $50 
million during the year. Premium 
income of $37,779,541 was $4 million 
above 1959. 


BANKERS OF IOWA 

Bankers of Iowa wrote $462 million 
of new business in 1960, of which 
$281,334,093 was ordinary. Insurance 
in force rose $210 million to $3,760,- 
170,334, and ordinary accounted for 
$2,077,609,558 of the in-force figure. 

Policyholders’ benefits amounted to 
$114,125,830, and $59,769,578 was set 
aside for reserves. 

Assets increased $64 million to $1,- 
093,533,892. Interest on investments, 
before taxes, was 4.20% compared to 
4.09% in 1959. 


CAPITOL LIFE 
Capitol Life of Denver reports assets 
at year end topped $52,439,000, of 
which $18,167,000 is invested directly 
into Colorado communities, industries, 
and residences. This is a 20% increase 
in assets in just a year. Total capital 

and surplus is $3,249,000. 


CENTRAL LIFE, IA. 

Central Life of Des Moines reports 
a 1960 increase of more than $48 mil- 
lion in insurance in force. Total in 
force now totals $637,253,817. Sales of 
new life during the year totaled $95,- 
009,117—more than 6% over 1959. The 
company’s assets now total $178,225,- 
706. Surplus at year-end totaled $14,- 
913,345. 

Invested assets earned 4.27% net 
interest before federal income taxes 
and 3.84% after taxes. This compares 
with 4.15% and 3.66% as corresponding 
figures for the year before. Present 
dividend scale on life and annuity pol- 
icies will be continued. 


EQUITABLE OF IOWA 

Sales of life insurance totaled $167,- 
956,384, and the in force went 
up to $1,773,299,887 at year-end, Equit- 
able of Iowa reports. Additions to pol- 
icy reserves amounted to $21,794,961, 
bringing the total to $526,995,853. Capi- 
tal and surplus were increased to $36,- 
804,807. Total assets rose to $685,075,- 
199, and the rate of earnings on assets 
continued its upward trend of recent 
years reaching 3.96%. 


GREAT-WEST LIFE 
Great-West Life had sales of $667,- 
329,000 in 1960—a gain of 13% over 
1959. 
Total business in force reached $5,- 
091,000,000. Of this amount, more than 
42% is owned by U. S. policyholders. 


Assets increased $48 million to $791,- 
494,000. The net*rate of interest earned 
on invested assets rose to 5%. Total 
income from premiums and _ invest- 
ments was $159,975,000. A new scale 
of policyholder dividends providing for 
an increase of $1 million annually was 
made effective Jan. 1, 1961. 

At year-end group life and annuities 
in force stood at more than $2.5 billion. 
Total premiums from individual and 
group health insurance were $28,862,- 
000, compared to $25,666,000 in 1959. 


GREAT NATIONAL 

A seven percent increase in insur- 
ance in force, and assets totaling $44 
million, have been reported by Great 
National Life. Combined in force as of 
Dec. 31 amounted to $215,500,000. Cap- 
ital and surplus funds increased to a 
total of $3,333,134. 


Companies Appealing 
N.Y. Ruling Hitting 
Insurability Option 


NEW YORK—The 19 companies af- . 


fected by the New York department’s 
ruling against the suicide provision 
used in policies bought pursuant to 
their guaranteed insurability riders 
have decided to appeal to the special 
term of the New York supreme (trial) 
court. Massachusetts Mutual, which 
had a separate but parallel action, is 
also appealing. 

The department ruling held that 
policies issued in accordance with 
guaranteed insurability provisions are 
in effect an extension of the original 
coverage and hence cannot contain a 
suicide clause, which the companies 
now include, just as they do on similar 
policies issued without reference to a 
guaranteed insurability rider. 


Schedule Of Events 
For NALU Midyear 
Is Now Complete 


(CONTINUED FROM PAGE 1) 

for women guests on Tuesday, and the 
excursion to Gulfstream Park on 
Thursday, the latter being arranged by 
former NALU Trustee R. B. “Tilly” 
Walker, New York Life, Hollywood, 
Fla. The Tuesday afternoon “film fes- 
tival’” will feature a number of sound 
movies and film strips on social secur- 
ity, aging, and life insurance, which 
are available to life agents for use in 
their local community service activities. 

This year’s midyear is the next-to- 
last of such events, as the result of ac- 
tion taken by the NALU national coun- 
cil last September abolishing midyear 
meetings after next year’s. This fact, 
plus an interesting program and the 
extensive promotion by the host as- 
sociation, has resulted in prospects for 
an unusually heavy attendance. 

Room reservations should be made 
by writing directly to the Galt Ocean 
Mile Hotel, Ft. Lauderdale, Fla. This 
ocean-front hotel and the adjoining 
Beach Club and Ocean Manor hotels 
will be used to house registrants and 
their guests. 


Ramsey Agency Wins 
American Genl. Award 


The Ramsey agency of Shreveport 
has won the President’s’ trophy of 
American General in semi-annual 
competition encompassing all phases of 
agency production and management. 
President Benjamin N. Woodson pre- 
sented the gold cup to the agency, 
which was the first of the newer agen- 
cies to. win it. 
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Phoenix Mutual Names 
Haggard Senior V-P: 
Three Others Promoted 


Paul H. C. Haggard, former vice- 
president in charge of underwriting of 





Paul H. C. Haggard Clifford L. Morse 


Phoenix Mutual Life, has been elected 
senior vice-president. In other appoint- 
ments, Clifford L. Morse, agency vice- 
president, becomes marketing vice- 
president in charge of product devel- 
opment, market research and special- 
ized sales; Gordon K. Harper, manager 
at Philadelphia, succeeds Mr. Morse, 
and John Gummere, assistant secre- 





Gordon K. Harper John Gummere 


tary in the underwriting department, 
is promoted to secretary in charge of 
underwriting operations. 

Mr. Haggard joined the law depart- 
ment in 1932, transferred to the plan- 
ning and personnel department in 1945 
as assistant secretary, and after that 
became secretary and then 2nd vice- 
president of the underwriting depart- 
ment. 

Mr. Morse, who joined the Hartford 
agency in 1933, became manager at 
Seattle in 1941 and was transferred 
to the home office three years later. 
He was subsequently promoted to sec- 
retary and director of agencies. He is 
a CLU. 

Mr. Harper, also a CLU, became an 
agent at Chicago in 1931, supervisor 
there in 1938 and manager at Phila- 
delphia in 1940. He is a member of 
Million Dollar Round Table. 

Mr. Gummere, who has been with 
Phoenix Mutual since 1949, is a fellow 
of Society of Actuaries. He became ac- 
tuarial assistant in 1952 and the same 
year was promoted to assistant actu- 
ary. 


Charles McCaffrey To Be 
N. Y. C. CLU Lunch Speaker 


Charles McCaffrey, editor of Query, 
publication of American College, and 
lecturer in advanced underwriting at 
the Wharton school of University of 
Pennsylvania, will be the speaker at 
the luncheon of the New York City 
CLU chapter, March 1. The meeting 
will be held at the New York Univer- 
sity Club, 123 West 44th Street. In 
addition to his teaching and editorial 
duties, Mr. McCaffrey is a special con- 
sultant to Provident Mutual Life. 


Ralph L. Rosenblatt, Los Angeles, 
led the Midland Mutual field force in 
all-round performance in January for 
the ninth time since he joined the 
company in 1953. 
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Equitable Society Managers Get Awards 


HieNATIONAL UNDERWRITER 
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Award-winning managers of Equitable Society, with President James F. 
Oates Jr., at right, and Agency Vice-president S. A. Burgess, at left, who pre- 
sented the trophies. Managers are, from left, Bernard F. Voll, Oakland, Cal., 
Peter M. Billington, Des Moines, Avrom I. Dickman, San Diego, Larkin M. 
Wilson, Shreveport, La., Edwin J. Debus, Hempstead, N.Y., and Lee Wandling, 


Milwaukee. 


Manpower development, effective 
innovation and meeting the challenge 
of change were the main topics at the 
annual managers conference of Equi- 
table Society at Boca Raton, Fla. 

President James F. Oates Jr. em- 
phasized the need to change, both to 
meet changing conditions and to do a 
better job. 

Senior Vice-president Joseph L. 
Beesley said the meeting’s theme, 
“Planned Performance for Progress,” 
implied not only stepped-up produc- 
tion but also “the upgrading through 


personal development and the im- 
proved retention of our greatest pro- 
ductive asset—our manpower.” 
Agency Vice-president S. A. Bur- 
gess said none of the many changes 
that have taken place since Equita- 
ble’s founding has involved a substi- 
tute for the agent—in fact, “because 
of the complexity of our business today, 
he is more important than ever be- 


“fore.” 


There were a number of other talks 
given by company officers and man- 
agers. 





Callahan Tops Time’s Agénts 

Time of Milwaukee’s Elm Grove, 
Wis. agent, Thomas Callahan, led the 
company’s 1,400 agents in health in- 
surance production during 1960. In 
making more than 300 individual sales, 
Mr. Callahan, who is a former presi- 
dent of International Assn. of Health 
Underwriters, developed in excess of 
$50,000 annualized premium—most of 
which was in major medical and loss 
of income insurance. 


Genl. American Honors Group Men 

General American Life honored sev- 
eral of its district group offices for 
outstanding performance in 1960 at a 
group seminar in Chicago attended by 
all group representatives. San Fran- 
cisco was first in new life and health 
premiums. St. Louis led in life and 
health premiums, new group life and 
total group life volume. Los Angeles 
led in number of new cases. Awards 
according to number of men in each 





is the agent selling United Life and 
Accident's Plusses, the latest being the 
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ing: Life, Accidental Death and Dismem- 
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Write H. V. Staehle, C.L.U., Field Management 
Vice President at 5 White Street, Concord, N.H., 
for full details. Serving: Cal.*, Conn., Del., D.C., 
Fla.*, Ill.*, Ind.*, La., Md., Me.*, Mass., Mich.*, 
Miss., N.H., N.J.*, N.C.*, Ohio*, Pa.*, R.L., 


Vt.*, Va.*. 


*Agency-Building General Agency Opportunities Available. 
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office went to San Francisco as first 
in new life and health premium and 
new group life volume. Pittsburgh led 
in total life and health premium and 
total group life volume. 


Minn. Information Group 
Inaugurates TV Series 
On Insurance History 


Minnesota Insurance Information 
Center has inaugurated a series of 13 
weekly half-hour TV programs on the 
history and operation of the insurance 
industry, using KTCA-TV, Minneapo- 
lis-St. Paul educational station. Entitled 
“What Are the Odds?”, the series con- 
tinues through May 11. 

In charge of the venture is Robert 
P. Provost, executive director MIIC. 
Kenneth Wunsch, public relations di- 
rector Northwestern National Life, is 
writing the scripts, and Donald O’Bri- 
en, a local TV “personality,” will act 
as master of ceremonies. 

Minnesota Insurance Information 
Center is a cooperative organization 
to which all of the more than 80 in- 
surance companies headquartered in 
the state are eligible for membership. 
At present, more than 30 companies 
are actively supporting the center, 
which is now starting its third year. 


Pillsbury Succeeds Rondeau 

F. F. Rondeau, president Mutual 
Service companies, was succeeded as 
MIIC president by John S. Pillsbury 
Jr., president Northwestern National 
Life, at the annual meeting this month. 

Other newly elected officers are 
vice-presidents: W. J. Ruppert, vice- 
president Minnesota Mutual Life; 
Charles Buxton, president Federated 
Mutual; and R. M. Hubbs, executive 
vice-president St.Paul F.&M. Re- 
elected secretary-treasurer was R. 
B. Purcell, secretary Anchor Casualty. 

“The MIIC television series is dif- 
ferent in that it does not attempt to 
explain the development and operation 
of the insurance industry by either 
the lecture or panel method,” Mr. Pro- 
vost stated. “Rather, it attempts to tell 
the story of the industry in a lightly- 
phrased, non-technical, conversational 
style which the layman can readily 
understand, and with a degree of visual 
illustration designed to capture and 
maintain his interest. 

Each half-hour program is being vi- 
deotaped and will subsequently be 
transferred to 16mm sound film for 
later use in educational activities with 
schools and other groups. 


New England Life Relaxes 
Underwriting Rules On ADB, 


New England Life has liberalized its 
underwriting requirements for adding 
accidental death benefit and waiver of 
premium to policies already in force, 
including increased limits for the use 
of non-medical questionnaires. 

Requirements for the addition of 
waiver of premium will be determined 
by the amount of the policy premium 
subject to waiver, rather than the 
face amount of insurance. 

Non-medical forms for ADB, which 
is also triple indemnity when death 
occurs on a common carrier, will be 
accepted on applications for additions 
up to $25,000 ADB at ages 5 to 30, up 
to $15,000 at ages 31 to 50 and $10,000 
over age 50. 

Non-medical forms will be accepted 
for addition of waiver of premium if 
the total premium including riders is 
less than $1,000 per year at age 15 to 
50 and less than $500 at age 51 and 
over. 
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New Handbook Of 
Nebraska Is Publisied 


A new Underwriters Handbook 
Nebraska has just been publishy 
by the National Underwriter Co, } 
provides complete and up-to-dy 
information on the agencies, cop. 
panies, field men, general agen, 
groups and other organizations y. 
filiated with insurance throughoy 
the state. Copies of the new Nebra. 
ka handbook may be obtained fro, 
the National Underwriter Co. at 4% 
East Fourth Street, Cincinnati ; 
Ohio. Price $12.50 each. 








Blowers, Walsh Win To] 


Franklin Lite Honors 
Franklin Life’s Man-of-the-Yeg 
honors have gone to William G. Bloy, 





William G. Blowers 


John P. Walsh 


ers, regional manager at Cleveland, 
and John P. Walsh, Chicago, has won 
the title of General Agent of 1960, 

Mr. Blower’s northern Ohio division 
was the company’s best, scoring a 
67.3% increase in sales. In his first 
complete year in life insurance, Mr. 
Walsh’s agency wrote $2.5 million of 
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Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 























BOWLES, ANDREWS & TOWNE. inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA =‘ NEW YORK 
PORTLAND DALLAS MIAMI 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








E. P. HIGGINS & COMPANY 
Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
Insurance—Pensions 
10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 24020 
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LIFE INSURANCE EDITION 


Presented regularly in this space for. the inspiration 
and enlightenment of life underwriters 
everywhere by the Life Insurance Members 
of the American General Group. 


THE SALES INSISTENCE OF THE NEED 


[ATELY I HAVE BEEN reflecting with pleasure upon the 
happy fact that the sales resistance which all men must en- 
counter in all walks of selling is, in our own business,: out- 
weighed by the sales insistence of the many and pressing needs 
for life insurance. 


Sales resistance, of course, is only natural. Every salesman 
of every commodity must meet it . . . even the man who sells 
those “durable consumer goods” we all drool for and desire in 
endless quantity and infinite variety. The consumer has schooled 
himself to present a protective armor of sales resistance to every 
salesman every day. He has learned that his desires are limitless 
and his dollars limited, and of necessity he has cultivated the 
habit of buying carefully and deliberately. He has learned to 
hesitate even when he ardently desires that which is offered him. 


Sales resistance is natural, therefore. But it is also natural 
that sales resistance diminishes as the urgency of the need 
increases. If I were on hand to offer you a fire extinguisher 
just as you saw a tiny fire in your kitchen threatening to spread 
into blazing disaster, your sales resistance would be mil. If I 
could drive along the highway and offer you a new tire while 
you were looking at a flat rear wheel ten miles from town and 
ruefully remembering that you left your spare at the service 
station yesterday, you wouldn’t make much point of the fact 
that you have a brother-in-law in the tire business . . . 


Thus, urgent and pressing needs create sales insistence 
which overbalances sales resistance. This is a happy and fortu- 
nate fact for all of us in the life insurance business. It tells 
us that once we persuade a man to take thirty minutes out of 
his busy life to look seriously at his needs for life insurance, 
their urgency will outweigh his natural sales resistance, and 
press him toward decision and action. 


OR EXAMPLE— 


—Two or three young partners have decided to set up a buy- 
and-sell agreement so that the heirs of the first to die may sell 
their interest quickly and surely and profitably, and so that 
the survivor or survivors may own the business in its entirety. 
But when the buy-and-sell problem has been solved, a new 
problem arises, and now the partners are forced to think about 
the survivors’ problem of finding the needed funds. When that 
happens, the need for life insurance is suddenly found to be 
so pressing and so urgent that sales insistence takes over, and 
the sale is ready for completion. 


—A young man of family, with no assets of consequence save 
his earning power, comes face to face for the first time with the 
certainty that his needs for income—either his family’s needs in 
event of his untimely death, or his own needs in retirement— 
will outlive his earning power. Then he begins to realize that 
when earning power is gone there will be no income save income 
from property or investments. And then he must inevitably 
recognize that life insurance is the only property he can buy in 
sufficient amounts to do the job, and on terms that he can meet. 
When he thus sees through his needs, sales insistence will out- 
weigh sales resistance, and his decision will be all but automatic. 


—A man of substantial means suddenly becomes aware of 
the extent to which federal and state taxes will bite into his 
estate. Then he realizes that his executor may be forced to 
sacrifice business interests for a fraction of what they are worth 
now during the owner’s lifetime, or to sell securities or property 
on an unfavorable market—or both. Next, he learns that by 
means of single-premium life insurance he can prepay his taxes 
at a significant discount, and also gain the advantage of deciding 
for himself what assets shall be sold for the purpose, rather 
than leaving that decision to his executor. Then he learns that 
by means of annual-premium life insurance he can do the job 
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on easy terms .. . and perhaps sell mo assets! And at that point 
the sales insistence of his urgent need drives all sales resistance 
out of his consciousness, and a purchase follows naturally. 


—Here we see a rising young businessman, who feels no 
need for life insurance because he has an option to buy into 
the firm for which he works and is completely confident that he 
will be worth half a million dollars in another ten years. 
Suddenly he sees for the first time that he can deliver that 
amount to his family only if be lives—but that if his time is 
cut short his family would lose a husband, a father, and the 
unrealized portion of that half a million dollars. Suddenly he 
realizes that the more he expects to make in the years ahead, the 
more life insurance he must have now. Suddenly his eyes are 
opened, and his sales resistance is overcome by the sales insistence 
of his need. 


—Consider now the tremendous, inexorable sales insistence 
inherent in the situation of a young man of heavy family 
responsibilities and modest income. He has only now decided 
that his family could not possibly live on less than $300 a 
month in event of his death, and has only now discovered that 
he has provided them with only $200. Now he faces the 
difficult decision of whether to cut his family’s very modest 
prospective income by 33%, or his own present and much larger 
income by 3%. The decision may prove painful, and he may be 
so distressed about his situation as to be momentarily unhappy 
with the underwriter who brought it to his attention. Yet be 
will in due course make the right and wise decision because no 
other course will satisfy, and because the sales insistence of his 
need is all but irresistible. 


—Here we see the pressure of the need for a program of 
thrift. We see it arouse the young man who has just come face 
to face with the realization that he has earned $50,000 in the 
decade since he started to work, and has amassed a thousand or 
two of net worth out of all the money which has passed through 
his hands. He is suddenly confronted by the bitter realization 
that if he does as well in the next three decades as he has in 
the one just ended, he may come to the end of his working 
life with five or ten or, at most, twenty thousand dollars to 
show for the quarter-million-dollar fortune which he will have 
earned and spent and spun through his checking account. With 
this awareness comes the sales insistence of his need for the 
gentle compulsion of life insurance thrift, and, with it, all sales 
resistance is extinguished. 


* * * 


YE: IT IS INDEED our good fortune that the sales insistence 
of the several needs for life insurance is so great, so urgent, 
so irresistible. It is our good luck—it is our compensation for the 
difficulties and problems of selling a so-called intangible—that. 
when we have uncovered the need and made it sufficiently clear, 
its urgency will create a want sufficiently powerful to brush 
aside all sales resistance. 


Praise the Lord for the sales insistence which lies inherent 
in the simple fact of modern life: that there must be dollars for 
tomorrow as well as dollars for today. 


And praise Him, too, for that sales resistance which is 
natural to almost every man. For without it, the average man 
might so unbalance his budget with the purchase of things he 
can eat or drink, wear or drive, sit and look at or show to his 
neighbors, that he would be left with no single penny of today’s 
income for the purchase of dollars for tomorrow! 


Best wishes, 

































































| Small group plans 
| giving you a king-size headache? 


LET MINI-GROUP,' Nationwide’s new 10-to-24 plan, solve your problem. Never before 
such flexibility of coverage for small groups. Five hospital-surgical schedules (includ- 
ing in-hospital medical expense) on a 70 or 31 day basis—plus weekly income, life insur- 
ance and accidental death and dismemberment. Even dependent life for families where 
statutes permit. Specified dread disease and supplemental accident optional with any 
plan. Standard commissions paid monthly plus renewals. Complete administration by 
Nationwide—claims paid from office nearest policyholder... your time’s your own after 
sale. For complete MINI-GROUP” sales kit, contact your nearest Nationwide group 
office or write Group Sales, Dept. N, Nationwide, 246 No. High St., Columbus 16, Ohio. 


F ' Pe eed Bay ay the company that created SECURANCE 





Nationwide Mutual Insurance Company ‘Nationwide Life Insurance Company 
home office: Columbus, Ohio 


NEW | 
pen whe 
their wi 
able acti 
sort of ¢ 
the rece! 
ence of 1 
agers of | 
UnderwTi 
Will t 
giving Uu 
sizable n 
contendir 
can be pr 
interest, | 
who war 
in force c 
How muc 
service tc 
nothing b 
well to t 
estimates 
ment stra 
AS a S¢ 
report on 
interview 
metropoli 
My cal 





List ( 
For N 
At Be 


Mortim 
Institute 





James B. I: 


group of 

will discu 
surance. 
MDRT Ct 
general a 
mont at ( 
On Jun 
group of 

“The Life 
man.” Th 
include or 
productior 
communit 
and maili 
records; t 
surance p 
surance | 
from ager 
A panel o 
(CO 





| XUM | 





